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Profits in Little Shoes 


By Charles Irving Samuels 


of Frank Werner Company, San Francisco 


What is a chil- 
dren’s depart- 
ment? Yes, what 
is it? Is it a de- 
partment that oc- 
cupies surplus 
space, or is it for 
the accommoda- 
tion of patrons 
where’ children 
may be parked 
while their 
elders select 
shoes for themselves—perchance a 
pair for the child? This is one of 
the greatest problems to be solved 
by an exclusive shoe store that 
may at some time decide to put in 
a children’s department. 


C. L. Samuels 


ANY shoe merchants venture 

into children’s shoes with the 
thought of extra business, or more 
yearly sales only. They do not stop 
to consider that they tread upon 
dangerous ground because a chil- 
dren’s department may become only 
a fixture if not properly managed 
—in harmony with the buyer. 

The average merchant’s heart 
and soul are in his women’s and 
men’s departments. He may select 
the best children’s shoe buyer and 
manager and still fail to give the 
proper amount of advertising, win- 
dow space and consideration to this 
important matter. I might frankly 
say that he has not the slightest 
interest in children. 

Here from the children’s depart- 
ment of one of the snappiest shoe 


stores in San Francisco, I am proud 
to write this article. We have an 
individual, picturesque department 
for infants, misses and boys. They 
are coming now, more and more of 
them, with their parents, to a de- 
partment wholly devoted to them. 

The situation of our department 
makes the parents feel at home. 
They are alone in a part of the 
store where sales people of other 
departments do not walk around 
and over them. Children may se- 
lect their shoes from our display 
windows and inside displays. In 


this department our sales force can 
become acquainted with the chil- 
dren and get to know their likes 
and dislikes. 

In our children’s 
everyone feels at ease. 

We have selected a sales staff 
chosen for their knowledge of chil- 
dren; who know and make a study 
of children’s feet; not caring to 
sell women’s or men’s shoes; thus 
devoting their entire time, concen- 
trating their attention to little feet. 

To sell children’s shoes well, I 
claim that one must know their 
ways, their natures, their peppiness, 
their shyness, why they pout, and 
all that. One must know when to 
force matters and when not to, also 
to harmonize with the parents. We 
have found out many things from 
our weekly meetings, one in par- 
ticular that I want to emphasize. 
It is easiest to overcome although 
it may appear to be a hard problem. 
I refer to the fact that children 
are the buyers, from the smallest 
to the largest. 


department 


CHILD may want a pump for 

school wear to which the parent 
objects. Our salesman brings it 
and tries it on, pleasing the child, 
yet bringing at the same time an 
oxford as requested by the parent. 
This pleases both the child and the 
parent and gives the child no 
chance to pout. Our sales people, 
as I have said, know children and 
love them dearly, not only in a pro- 
fessional way, therefore they get 
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The merchants of San Bernardino, Cal., joined together in a great day recently. 
sizes, were planted in the ground at the playgrounds of the big parks. 
and grown-ups started a mad scramble for the buried treasure. 


Treasure Hunt for Kids 


Two tons of souvenirs, in parcels of small 
_ At the word “Go!” hundreds of eager children 
The picture illustrates the start of the scramble. It was 


one of the greatest days this lively little city has ever known. The interest of the public was intense, and from start to 


finish the hunt was filled with thrills and surprises. 


shoe men of San Bernardino. 


Hunt,” and added greatly to the interest of the day. 


L pr The other picture shows the start of the big parade of Farris & Joyce, 
This enterprising firm timed the visit of the “Pied Piper” to synchronize with “Treasure 
First the Piper led his children through the streets to the store, 


where his usual reception was had. Then all hands joined in the hunt for buried treasures. Farris & Joyce participated 





an extraordinary mutual response. and shown and explained the vari- might 
We feature a scientific “first 


in this also and planted many souvenirs 














The greatest success I find in ous types of lasts—some with heel 


managing a children’s shoe de- cushions to absorb the jar that 


partment is in having a sales 
force that gives personal, 
truthful service. The chil- 
dren are entertained by our 
staff who know the ways 
of children and know that 
everyone of them must be 
handled differently. They 
must be made to feel at 
home. They must get more 
than just: “Do you want 
some shoes, dear?”. Their 
feet are carefully watched. 
Mothers are astonished by 
our personal service in dis- 
covering various foot devel- 
opments, such as rotating 
heels, toeing in or out, and 
for which we select the 
proper types of shoes—many 
times wedging. 

In careful study of differ- 
ent types of feet we have 
bought every type of shoe 
from the narrowest toe to 
the widest, having every 
width from AA to E, and we 
have every type of last. 

I have personally made 
the acquaintance of the lead- 
ing children’s doctors who 
are glad to know of a place 
where children’s shoes are 
properly fitted. I have car- 
ried samples to these doctors 











Important Footnotes 


By Dr. J. C. Lelyveld 


(Dr. Lelyveld is clinician-in-chief of the 
Foot Clinics of Boston. Recently he was 
drafted to make a radio address during Chil- 
dren’s Hour. The following are extracts taken 
from his talk.) 


The greatest factor in causing foot troubles 
are shoes and stockings. Stockings play an 
important role. For your school stockings 
you should wear cotton or wool, as these ma- 
terials will absorb moisture readily, thus 
keeping the foot dry. The stockings should be 
sufficiently long, so that they extend about one 
inch beyond the longest toe. This will pre- 
vent crowding your toes, and will safeguard 
your feet against ingrown toe nails, and large 
joints that grandma calls bunions. Your 
shoes should be long enough to prevent pres- 
sure on any part of your foot; the toes of 
your shoes should be wide and roomy, the 
heels should always be kept straight, not to 
be worn when run over. 

It is well to remember that most of the foot 
troubles found in men and women have had 
their foundation laid during the time when 
they attended school. If your shoes are care- 
fully selected, and your feet periodically ex- 
«amined, minor defects can be easily corrected. 

Correct posture is essential to good health. 
If the organs of the body are to function 
properly, are to perform their duties without 
ain and discomfort, we must carry our 
bodies erect, shoulders even and well back, 
abdomen in, and back straight. We cannot do 
all this if the feet are crippled by corns, cal- 
luses, or fallen or weakened arches. 


step” shoe for infants. 








injure the nervous child. 


Mothers 
find it a pleasure to come to 
us to have their infants fitted 
properly, as many infants 
have narrow feet. To start 
them right a department for 
children must have narrow 
widths in “first steps” 
above all. 

Every mother leaving our 
store carries a size record on 
a card. She may phone us at 
any time and order a selec- 
tion of shoes for her child 
without the bother of coming 
down town. This, I believe. 
is the greatest service ren- 
dered, as we send out several 
hundred pairs monthly. It 
is a service more than just 
sales. 

I will say that it will be a 
pleasure to anyone to watch 
the department grow with 
the children. They will con- 
tinue to come to the store 
they have known from in- 
fancy. They will feel that 
your store is a civic institu- 
tion for their pleasure and 
comfort and they will be- 
come your’ word-of-mouth 
advertisers. The parents of 
these children will surely 
not go elsewhere for their 
own shoes. 
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Three Safe Rules for Playing the Children’s Game 


fast all phases of the 

children’s shoe business 
are developing. Development 
and progression are the two 
big thoughts of the present- 
day little people’s footwear 
trend. The more educated a 
wealthy nation becomes, the 
more thought it gives to the 
comfort, the welfare, the 
healthy growth and the good 
appearance of its children’s 
feet. This is the position that 
America finds itself in right 
now, and the retail shoe 
dealers-of the country must keep step 
with this condition if they wish to 
sell children’s shoes profitably, and 
more profitably, as more and more 
people become instructed as to the 
necessity of giving the children the 
best there is in shoes, at the right 
price and for the right occasion. 


Past: have no idea how 


EOPLE are much more inter- 

ested today in trying to get their 
children’s shoes properly fitted than 
ever before. They are more inter- 
ested in a good fitting than in a 
stylish shoe. In general, parents 
choose children’s shoes for their good 
wearing qualities. The average man 
or woman who must figure on buying 
for four or five children considers, 
first, wearing qualities, then fit, and 
next style. It is necessary for a buyer 
to remember all three of these ele- 
ments in “picking” children’s shoes 
—and to be sure that he has a full 
run of sizes, widths and types of 
shoes. There must be play shoes, 
sport shoes, dress shoes, sneakers, 
rubbers, rubber boots, felt, and nov- 
elty house slippers—in the whole 
range—from children’s to growing 
girls’, and through the big boys’ 
sizes. 

Do not minimize the importance of 
your children’s shoe department by 
putting it in charge of some inex- 
perienced person—for instance, a 
young, pretty girl from a dress goods 
department, who may make a great 
“hit” with the kiddies but who is a 
failure as a merchandiser. The 
buying and merchandising of a chil- 
dren’s shoe department is a job for 
an expert children’s shoeman. 

A well conducted children’s shoe 
department, with a well trained or- 





By R. L. JACOBS 


OR the last four years Mr. 

Jacobs has been buyer and 
manager of the children’s shoe 
department of The Shepard 
Stores, Boston. Under his di- 
rection, the department has 
become one of the leaders, mak- 
ing an increase last year of 30 
per cent, and turning its stock 
eight times. He never buys a 
child’s shoe that he does not 
judge it by the three essen- 


designate the actual sizes of 
their runs. For if you say 
you have a special offering in 
a shoe to fit a child, say, of 
from eight to twelve years, an 
irate mother who has a child 
with abnormally large or small 
feet (and there are many in 
this class), will complain— 
and wonder “why you can’t 
do it, when you said you 
could.” 


tials of wear, fit, and style.—EpItTor’s NOTE. 





ganization, is one of the best assets 
any store can have, and is a powerful 
medium as a_business-getter for 
other departments of the store, 
whether it is a department or a shoe 
store. Suggestive selling is a big 
factor in the children’s business. 
Little folks always need rubbers, 
slippers, ete. But it is difficult to 
train a sales organization in sugges- 
tive selling by simply talking to 
them or by illlustrating “how it 
should be done.” The best way, I 
have found, is to “force” it upon 
them by allowing them five cents on 
the suggested sale of a pair of rub- 
bers or slippers, and ten cents on the 
sale of extra pairs of shoes. 

An average mark-up of 33 1/3 per 
cent on the retail price, or 40 per cent 
on the cost, is absolutely necessary 
in order that a children’s shoe de- 
partment may make a satisfactory 
showing. On some merchandise, one 
must get as much as 40 per cent on 
the retail price. Volume sellers, of 
course, can be sold on a smaller mar- 
gin, and slow sellers and quick- 
changing styles must be marked on 
a larger margin. 

Be truthful about your children’s 
merchandise and train your sales- 
force not to misrepresent nor exag- 
gerate. One never loses by telling 
the truth in business. Listen to 
complaints, and know your customer. 
First be sure that you are right and 
then make your adjustment. When 
you advertise something “special” 
at a price, be sure that it is all you 
say it is, and more. Make your spe- 
cials and sales, trade builders rather 
than stock reducers. I do not believe 
in advertising children’s shoes ac- 
cording to ages, but would rather 


It is entirely possible to do 
a $100,000 children’s shoe 
business on a $15,000 stock, in 
a comparatively small space, 
with the right goods, with right buy- 
ing and systematic merchandising. 
Location and display are, of course, 
important factors in this proposition. 

I believe that a fixed salary and a 
commission for the selling organiza- 
tion is conducive to the best results. 
And here is another “business sweet- 
ener.” Place in some part of the 
department a table, on which odds 
and ends of the children’s shoe de- 
partment may be thrown, and an 
attractive price card placed thereon 
so that it can be plainly seen. Be 
sure to tie the pairs together before 
putting them on this table—and in 
addition to your odds and ends, place 
on this table small bargain lot buys 
as they may present themselves. By 
this method, your stock is at all 
times kept clean. Your regular 
stock that is not moving quickly can 
be put on quick sale, and any losses 
will be completely offset by the bar- 
gain-job fillers. 


NEW phase of the children’s 

shoe business is the flexible- 
shoe-for-boys trend. This is espe- 
cially true in the little gents’ run of 
sizes. It is true that the regulation 
“little gents’”’ more sturdily-built 
models would give more service, but 
some folks now choose a misses’ shoe 
for the young boy and sacrifice ser- 
vice for the sake of a softer, or what 
they think is a more comfortable 
shoe for the little boy’s foot. 

And still another point to remem- 
ber is that the infants’ turn business, 
in sizes 4 to 8, has been practi- 
cally supplanted by the flexible and 
light imitation welts and Goodyear 
welts. 

As a rule, the style features in 


[CONTINUED ON PAGE 93] 
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Getting More Shoes Sold Right 


“Crawlin’ Under the Tent” 


O you remember that time when you and 
Freckles, and Butch, and Tug, lacking the 
price of admission, decided to crawl under the tent 
and see the circus? Do you recall that “razor- 
back” with his number 11 shoes who booted you 
off the lot? Do you remember the black and blue 
spots that were sore for weeks afterward? Next 
time the circus came to town you went right after 
a job of carrying water to the elephants, leading 
the trick ponies in the parade, or helping around 
the cook’s tent, to earn the much-coveted ticket of 
admission. Almost every man who was a real boy 
will recall those days. 

How well have you profited from the boyish ex- 
perience? 

Do you try to avoid the inevitable? Do you at- 
tempt to crawl under the tent, into the confidence 
of the public, or do you work like the dickens for 
the price of admission? 

Do you take up with all sorts of phoney schemes, 
presented to you by some slick peddler of “gyp” 
who assures you that “This will save you a lot of 
money for advertising.” The gyp peddler never 
stays in your town long enough for the lynching 
he deserves. He sells the suckers and hikes to 
the next crop. He laughs in his sleeve at the ease 
of his task. He knows human nature—some of it 
at least. He knows that an appeal to certain types 
of business men along the line of “saving them 
some’ money on advertising” will get them. He 
knows that tendency to crawl under the tent. 
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A certain manufacturer of shoes used to say to 
his advertising manager: “Why can’t we duck 
that expense this year? Why can’t we lay off from 
this big item of advertising and rest on our oars 
for a year, maybe two?” And the advertising 
man, patient, long-suffering individual, used to 
reply, regularly: “Sure we can. But we will have 
to spend all that and more to regain the ground we 
have lost by being out of the public eye all that 
time.” The old boy was trying to crawl under the 
tent. 

A big manufacturer of a household commodity 
having arrived at great wealth and business pros- 
perity through tremendous expenditure of adver- 
tising money, decided that “everybody knows my 
stuff now. I will lay off and save all that money 
I have been spending.” Today his product is off 
the market. There are dozens of cases like that. 
If you doubt it just try to buy a bottle of Saint 
Jacob’s Oil, Pearline, Sozodont, Sapolio, or any of 
the hundreds of once great sellers in every store 
throughout the land. They all tried to crawl under 
the tent. 

The shoe manufacturer, or retailer, who thinks 
he can win trade by means of trick stuff, tem- 
porary schemes, flash-in-the-pan stunts, and all 
that, is kidding himself. 

You may write your name in the sky. It’s spec- 
tacular, it is thrilling—for the moment. But the 
great forgetful public mind will not recall the next 
day what name it saw in the sky. You may buy a 
million balloons and let them sail away into the 
air, your name and product blazoned on every one 
of them. How many sales can you trace to bal- 
loons? 

You may squirm and wriggle and dodge the issue 
for a long time, but you will have to come to it if 
you stay in business. You will have to walk right 
up and buy a ticket of admission to the main show 
—advertising. You cannot crawl under nor go 


around it. 


Is Jazz Passing? 


r HEN bankers tell us that savings accounts 

are larger than ever known and that com- 
mercial accounts are decreasing, what does it in- 
dicate? Does it not mean that people are hoarding 
money? Billions of dollars all over the world seek- 
ing a hiding place against something dreaded or 
foretold by intuition. “Silent money’ the wise boys 
call it. Who is it that is saving money and why? 
Is it not the conservative person who feels that a 
few dollars in a sock are better than a lot of fancy 
automobiles, radios, jazz shoes, etc.? Does the jazz 
baby save any money? Not so that you can see it. 
She spends it before she gets it. And she scatters 
it all over the map. She is not an asset to any 
store because she constantly shops around for new 
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thrills, new sensations. To a man on the side lines 
it seems that the shoe trade has to reckon with the 
tendency of the conservative to hoard money. Some 
of that money must be brought out of hiding and 
invested in wearing apparel, shoes and things that 
make business good. It is to the conservative 
rather than the spender that we msut appeal. And 
the best appeal to a conservative is made with con- 
servative things. You cannot tempt the economi- 
cal-minded woman to invest her hard money in 
silly things, nor the tight-fisted man either. The 
best evidence of this is the growing prosperity of 
the manufacturer of staple merchandise. 


Let George Pay 


BUYER comes to market and transacts his 
business, the purchase of shoes for his 
store. His business completed he says to the 
salesman, “Bill, will you please see that my 
bags are brought down from my hotel room to 
the station? I'll meet you at train time.” 
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touch. Isn’t it about time that we had a little more 
straight-shooting and everybody playing the game 
square with everyone else? It is the little things 
that irritate trade. We get the most out of every 
contact by square shooting. 


Is the “Collegiate” a Menace 


OTS of talk these days about the “Collegiate.” 
Many manufacturers seem to be kidding 
themselves that the college trade, the co-ed trade, 
the university trade, etc., is worth catering for. 
But is it? 

Observe, please, the average youth from school. 
Any school, almost. See that he wears shoes and 
socks that would disgrace a scarecrow. No hat. 
No coat. Filthy corduroy trousers and greasy 
sweat shirt. See how the high school boy apes the 
university man and the grammar school boy fol- 
lows the lead of his elders. 

In a western city a merchant was approached by 


The salesman goes to 
the hotel and finds that 
the hotel bill is unpaid. 
He does the honors and 
arrives at the station 
on time. The buyer 
thanks him, but that is 
all. Who pays? 

A buyer after he has 
finished ordering a line 
of-women’s shoes asks 
his salesman to lead 
him to a good line of 
men’s shoes. The fac- 
tory is at some dis- 
tance. The trip from 
Boston to Brockton is 
made in a taxi to save 
time. The salesman 
goes along to be the in- 
troducer. Who pays the 
big bill? 

When some buyers 
are in the market, in a 
sample room or hotel, 
whatever whim hits 
them is passed on to the 
salesman’s account, and 
some of the whims are 
not trifling. 

Does the size of the 
order carry with it per- 
quisites? - Is it the 
rule of the game to let 
the salesman pay? Ex- 
ample on example could 
be told of the delicate 


a university tramp with 


ee —— a solicitation to place 
an advertisement in the 


The Reason Why 


MAYER BROS. COMPANY 
Lincoln, Nebraska 


The BOOT & SHOE RECORDER is warmly wel- 
comed by us for the reason it contains so much valu- 
able information in the way of general shoe news 
throughout the nation; outlines the probable favor- 
ites of the moment; and gives us timely warning of 
obstacles which may come up and which affect the 
shoe trade so vitally. 

All of these things help us to look ahead and be 
prepared for any situation that may arise. 

We find that each issue contains some particular 
article that seems to fit the individual clerk, and my 
salesmen are quick to read these pieces and profit 
by them. 

Also we have quite a large student trade and the 
suggestions and ‘‘budgets’’ you give have been in- 
valuable to us in assisting the college Miss to select 
her shoes and hose. 

Yours truly, 
(Signed) DAN M. HANEY. 
* * # 

The kaleidoscopic changes in shoe styles these 
days are enough to test the patience of any shoe 
buyer. 

Mr. Haney is an unusually successful “picker,” 
however, and finds Recorver style forecasts a real 
help to him in his buying. 

If more buyers would study style trends and buy 
less “freaks” we'd all be better off. 


Sacer & To .. 


President. 
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school paper. The mer- 
chant did not care to 
offend the youth and 
attempted to put him 
off with an excuse that 
he was not quite ready 
to announce new spring 
shoes. The young fel- 
low reminded the mer- 
chant that he carried 
hats and suggested that 
an advertisement of 
hats be placed in the 
campus scandal sheet. 
Right there the mer- 
chant hit the ceiling. 
“Hats,” he roared. 
“Hats, hell! How long 
has it been since you 
wore a hat, young man? 
How long has it been 
since you bought a de- 
cent pair of shoes? 
You wear the cheapest 
socks possible to buy 
and you let them slop 
down over your ankles. 
You look like a damned 
tramp and yet ask me to 
spend good money ad- 
vertising my merchan- 
dise to a lot of chaps 
like you. Get out before 
I lose my temper.” 
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HERE is a growing appreciation of better 
shoes on the part of mothers and fathers for 
their children. Here is a very pertinent 

example: 

F. C. Oltman, President of Herpolsheimer & 
Company, Grand Rapids, Mich., tells the story 
“Not long ago there came into the store a mother 
with her family of five little children. She was not 
well dressed. It was apparent from the merest 
glance that she was of the class which is compelled 
always to buy to best advantage. Five children 
with five pairs of feet to be shod, five mouths to 
feed and five active bodies to be clothed present a 
problem to any mother. 

“With her brood at her heels this mother made 
her way to the children’s shoe department. She 
had come to outfit all five of them with shoes. 

“Natural it was that the sales person, sizing up 
the situation, brought 
out a cheap grade of 
shoes. The mother ex- 
amined them, then 
asked if the store had 
something better. 

“With some indeci- 
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A Profit in Every Pair in 
Children’s Wear 


Most Styleful Period Ahead 
Through Novelty Materials 


the development of bargain basement table trade. 
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The parent figured that the bargain basement rep- 
resented the best values in shoes, because of the 


minimum of _ service 
rendered. 

The average parent 
who has to count pen- 
nies reasons out that 
the salesman who meas- 
ures and fits, and se- 


lects stock, must be 

















&& The greatest sandal sum- 
mer lies ahead, and the 
harness buckle smoked 
elk shoe fits into every 

juvenile stock 


Ke Sand elk top and tan 
calf vamp and trimmings 
come next in line for the 
Sporty oxford in the 

spring-heel type 


paid and that charge 
is eliminated when 
the shoes are picked 
from a table and fitted 
on to the foot of the 
child by the parent. 
The Metropolitan shoe 












sion the sales person DS When some support is 


needed for the little 
chubby girl’s foot, this 
styleful patent boot with 
figured and colored 
leather underlay 








returned the cheap 
shoes to the shelves and 
selected a higher grade. 
These met with the 
same reception as the 
cheap shoes. The moth- 
er asked for still better quality. Finally the finest 
shoes in the department were brought out. The 
mother examined them carefully. Then, and then 
only, was she satisfied. The entire five were fitted 
with the best shoes to be had. The mother nodded 
that she would take them. 

“From her worn pocket book she counted out 
the money to pay her bill. ‘You know,’ she said 
smiling, ‘I am too poor to buy cheap shoes.’ ” 

One of the factors that has pulled the children’s 
business downward more than any one thing was 





Blond and cherry leath- 

ers is the first step to 

catch the eye of the little 

tot who appreciates color 
in her shoes 





stores and department 
stores with their bargain basements have en- 
couraged that idea and the economy wave in chil- 
dren’s shoe service developed proportionately. 
Careful fitting and attention to the shape and 
proper dimensions of shoes cannot be given con- 
sideration when the parent picks the shoes off a 
table, fit them on to the child up to the ages of 
twelve and the only supervision of the fitting 
values of those shoes to the child has been the yell 
of the child that the shoes were too tight. Often- 
times a child would take the shoes because it 
wanted the style and would conceal the fact that 
the shoe was too small or was uncomfortable. That 
period is passing. It was tried and found wanting. 
So many mistakes were made that the parent be- 
gan to find some other channel of shoe supply. 


S a result the suburban store has taken the 
children’s shoe business away from the big 
city centers and in the country communities the 
family shoe store has begun to see the return of 
the child customer through the fact that-the general 
store could not give that fitting service necessary. 
Now the opportunity is ahead for good children’s 
business, providing a profit is taken on every pair. 
No longer is it necessary for a merchant to carry 
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{| Study progressive sizes and style each grade accordingly 


{| Fancy leathers and printed grains find favor with girls 


| Patent leads but pick parchment and blonds for summer 


{| More styleful shoes needed for girls who follow feminine fashions 


children’s shoes at a minimum profit margin, or 
practically at a loss, because of the possibility of 
getting the business of the parent. 

The double-up sale, 
the parent’s shoes and 
children’s shoes at the 
same time have prac- 
tically disappeared. The 
reason for it is the de- 
velopment of the auto- 
mobile. The mother 





The biggest place for om 
fancy leather grains is 
in the little girl’s shoes, 
and here we have a 
brown alligator design 


now buys her shoes 
when she wants them 
and likewise the child. 








When the trips to the 
town or in from the 
country were at long 
intervals a double sale 
was possible. Today 
each sale must stand on its own footing. 

Therefore, step by step progress is being made 
in the children’s business, every sale carrying a 
profit. The mother and father have found that there 
is no economical road to children’s shoe service. 


Ties with ribbons to fol- om 
low feminine fashion are 
popular this season, viz., 
this patent leather with 
black and white trimming 


Highlights of Juvenile Styles 


OFT soles—patent, white kid and elkskin are 
still the best materials in baby’s shoes. There 
has been some call for blond calf, but the big vol- 
ume of soft sole business is still done in the above 
materials. 

The big volume of soft sole buying is done by rela- 
tives rather than the parents of the child. There- 
fore, the merchant who features gift boxes and sets 
which contain soft soles in the popular materials 
with socks to match, opens up a big market as the 
fond friends and relatives feel that they must give 
gifts that are attractive, and a cute pair of shoes 
and socks, attractively boxed, instantly appeals 
to the customer. 

In soft soles the smaller sizes 00 to 2 are not 
selling as they did in the past. Experience has 
taught the public that these shoes are too small 
for any real use, and as the baby rarely wears shoes 





before he is six months old, the merchant will do 
well to discontinue the smaller sizes and purchase 
soft soles beginning at size 1, 2 or 3. 

The intermediate shoe, built with a soft chrome 
sole, is growing in popularity. Mothers particu- 
larly realize that these shoes are much more ser- 
viceable than the soft sole and the demand for this 
type of shoe is growing all the time. 

At the present time there seems to be a tendency 
on the part of the public to grade up in their de- 
mands for children’s shoes. In the larger chil- 
dren’s sizes, 114 to 5, one strap slippers in patent 
and white calf will be in demand throughout the 
summer. Sandal types are extremely popular due 
to their flexibility. White linen slippers, which 
have been very slow for several seasons, are re- 
ported to be growing in popularity and the demand 
for this material is growing. 

Anklet bracelet patterns in patent or tan Russia 
calf are popular in the 
high-grade lines and 
should sell well 
througout the sum- 
mer. Sandals of all 
types will be more 





Patent and parchment go om popular than ever 
well together in the 
broad one-strap here 
shown, with its overlay 


side design in patent 


during the coming sea- 
son. 
Merchants who are 








Costume jewelry on the 


wondering how to com- 
pete with the depart- 
ment stores and chain 
organizations can build 


little patent dress shoe. 

A bracelet is the gift of 

the store—but the price 
really covers both 

a 


their business successfully if they feature chil- 
dren’s rubbers in white or tan. The larger or- 
ganizations are inclined to carry children’s rub- 
bers in only the staple black color, and the mer- 
chant who features the white and tan rubbers for 
children will find that mothers soon learn that they 
can match their children’s shoes and rubbers at 
their store, and the mother who first comes to pur- 
chase rubbers will soon become a regular customer. 

There has been a marked tendency toward chil- 
dren’s shoes patterned closely after women’s styles. 
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Men’s Shoes for Boys 


Sturdy Types Dominate Boys’ Lines—Medium 
Tan Shoes and Blacks Lead in Favor 


OYS’ shoes are “dead ringers” for men’s 
shoes. Beginning at about size eight in the 
children’s run, the sturdy, masculine type of 

shoes go right up the line. There are no frills or 
funny business in the boys’ shoes, other than an 
acceptance of more perforations, fancy eyelets and 
two tone aprons. Otherwise, men’s styles are pat- 
terned in the boys’ sizes. Men’s weights have in- 
creased, because of the call for Scotch grains and 
heavy leathers. The same is true in boys’ shoes. 
That’s what makes 
the game so difficult, be- 
cause the shoe making 
and quality of stock in 
men’s shoes is demand- 
ed in boys’ shoes and in 
many cases the differ- 





The Russia tan oxford, 
with perforations and 
pinkings, with new 
streamline pattern, is 
getting the boy’s atten- 


tion 


ence in size is not per- 
ceptible. Many a boy 
at fourteen is wearing 
shoes in the men’s size 
grades. 

The straight pattern 
of boy’s shoes after 
men’s models prevails, with the one exception, 
that there is comparatively no summer weight shoe 
business for boys. In the opinion of Carl Burg- 
stahler, vice-chairman of the Children’s Styles 
Committee of the N. S. R. A., “there is a need for 
injecting into shoe stocks novelties, particularly 
for the son who wants shoes like dad’s. These 
novelties should, of course, bring a greater mark- 
up, Sut should be merchandised even more rapidly 
than the regular staple lines. Children’s shoe 
stocks should consist of 80 per cent staples and 20 
per cent novelties. 

He says, “If your children’s department has the 
following: 

“1. An efficient organization, 

“2. Mark-up to insure profit on every pair, 

“3. Low stock to give a quick turnover, 
“combine these with close application on the part 
of the management, and you will have a profitable 








Blucher patterns have a 

place in the new shoes 

for fall wear, and the 

wing tip is returning, 

particularly in black 
shoes 


‘ 





children’s shoe business, and at the same time are 
building your future business in the form of cus- 
tomers for the adult departments. 

“Fundamentally, the children’s business is one 

of service, and that service must be rendered to 
the nth degree. Sales people must know how to fit 
children’s shoes. They must understand feet and 
their weaknesses, for ninety per cent of children 
do suffer from weak arches, due most often to rapid 
growth, and of course many other causes. Con- 
sequently, if intelligent and satisfactory service is 
to be given in the children’s departments, we must 
have an efficient sales organization. This is our 
greatest asset, as nowhere in the scheme of re- 
tailing is efficiency so effective as in the children’s 
shoe business. Having an efficient sales organiza- 
tion is the foundation of making your children’s 
business profitable. While such an organization is 
surely a high overhead, yet no lasting volume of 
business can be created without it. And we must 
have a certain volume to make the department 
profitable. So then the problem is to make profit 
with carrying this overhead. 

“Get a mark-up to insure a profit on every pair. 
With the sales organi- 
zation referred to, this 
can be readily done. 
Service will always 
bring profits, either 





via the volume or 
quality route.” 


Roll-edge soles and heels 
give a novelty touch to 
the young sheik’s shoes 


in this smart _ lined 
number. Novelties always 
appeal strongly to children 


There is not the de- 
mand this season for 
the double tap novelty 
shoes of last season, be- 
cause the addition of the 
tap made the shoes non- 
flexible for the running 
boy. The medium shades of tan sell best for school 
and daytime wear. The development of blue and 
darker suits for boys has brought in the black shoe. 

In sport shoes, smoked horse with the saddles 
in tan, have a place in May, June and July selling. 








Patent for dress wear is 

increasingly acceptable to 

the boy who now wears 

his own tuxedo like 

dad’s, for he ts stepping 
out, and how 
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{| Oxfords the year around 
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{| Heavy weights in leathers and soles 


{| Eyelets and heavy hardware trimmings 


{| Perforations, pinkings and punchings 


This is a better year for boys’ shoes, as production 
figures show. The little man is dressing up and 
the trend is toward smartness. 


Tennis Footwear for Summer 


Step by step progress is being made in children’s 
footwear, despite the pessimistic fact that produc- 
tion of children’s shoes for the twelve months of 
1926 showed no increase over the year 1925 in 
any division, other than a few more pairs for boys 
and youths. 

There is a firmer foundation for profit in chil- 
dren’s shoe department service than there has been 
in a number of years. If on a basis of increase in 
population (one year over another) were taken 
into consideration, the loss in shoe consumption 
in children’s ages would be well over the million 
pair mark. 

A factor that cannot be accurately measured is 
the number of shoes in the tennis and rubber and 
fabric construction that are worn to take the place 
of shoes of leather. Despite the shrinkage in pro- 
duction, the figures do show that in infants’ wear 
38 1/3 pair per child 
are consumed yearly; 
in misses’ and chil- 
dren, 3 1/10 pair; but 
in boys’ and youth’s, 
the figures are not en- 


factor of shoes made with rubber bottoms cannot 
be well estimated to give national averages. The 
ease and freedom of rubber soled footwear has 
made it the universal summer footwear of child- 


hood. 
Weak Ankles Through Oxfords 


“The average shoe merchant feels that children 
want and should wear oxfords the year around. 
I have found that at least 50 per cent of my trade 
will buy boots, especi- 
ally in the 4 to 8 run, 
if the parents are made 
to understand that the 
little ankles need a cer- 
tain amount of support. 
We sell a world of 





"4 The sport footwear of 


little lads ts doggy and 

smart. Here we have a 

plug throat in a two-tone 

elk shoe with crepe rub- 
ber sole 


Roman sandals all the 
time, in fact we gen- 
erally carry six pairs 
on a size. A large 
number of misses 
and boy’s boots are 
also sold during the 
winter months.” This is the conviction of a mer- 








I The mocassin pattern 
gives more top of the 
foot room to the small 
pudgy foot. The sole is 
flexible, thus giving ad- 
ditional comfort 





chant who operates a successful children’s shoe 





couraging, being 
17/10 pairs. 


Soft finished white 
boots are salable always 
in the lower runs of 


sizes—this one has a 
novelty effect of ventila- 
tion holes 


The error that can 
crop into these figures 
comes through the defi- 
nition of what is a 
boys’ and youths’ run 
of sizes. It fits into 
men’s shoes without 
thought of ages because there are so many pair of 
men’s shoes sold to boys. 

The national averages, however, over a period 
of years, show a decrease in consumption of shoes 
in relation to population, but as we said before, the 








For the little lad the first 

stepper is usually a typi- 

cal patent or kid oxford 

—the diammond insets 
for novelty 


store in Tampa, Fla., Mr. Groves, of the Juvenile 
Shoe Store. 


Toys and Books for Kids 


“If it came to a showdown as to what form of 
advertising I should use in my children’s shoe 
business, I believe I would choose the giving away 
of toys in preference to any other medium. Mothers 
have been heard to say that they forgot where 
they bought the last pair of children’s shoes, but 
the youngster always remembers getting them 
from us, because of some little present we gave 
him.” said F. L. Badger of St. Petersburg. Every 
white baby born in St. Petersburg is given a Baby 
Book, and many cases are recorded which show 
that every pair of shoes the child has worn for six 
years has come from Badger’s. 
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BRACELET to wear on the 
A arm with the same colored 

eabochons of gold, silver, 
or enamel links, is the very latest 
thing in the shoe style world. It is 
a tricky way of ornamenting the 
shoe and tying it up with the cos- 
tume. 

So much has been said about 
the harmony of shoes with the 
costume in color and in proper 
type to go with the costume, that 
the new feature is particularly 
interesting to younger girls who 
want the very latest thing al- 
ways. 

The buckle maker who had the 
clever idea of a fine silver chain 
with a little identification disk 
on it, or initials of the customer 
to be placed on the disk, thought 
that the little trifle would be worn 
on the ankle, outside of the hose, 
but the flapper put it beneath the 
hose to make it more intriguing. 
Down in Texas, girls dancing the 
Charleston and Black Bottom put 
a row of bells around the ankle to 
give melody to each step. 

When costumes become simple 
and depend upon the material to 
reveal the beauty of the dress, a 
woman searches for some method 
of ornamentation, and that is 
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Jewels of the Feet in Style 


Smart Costume Jewelry Gives Sparkle to New Mode 


what has brought about the interest 
in costume jewelry. 

The two remarkable shoes _ re- 
vealed at the top of this page illus- 
trate still further progress in the 
use of jewels on the foot. Bob Ze- 


gora in the new Fifth Avenue Shop 
displayed these shoes in jewel boxes 





covered with gold fabric and lined 
with colored silk. 

The theory that a shoe store can 
only do a business on foot coverings 
is a backward proposition, because 
who would ever believe that drug 
stores could sell everything from 
hot dogs to hot water bottles, toys, 
puzzles and foodstuffs. Once the 
drug store was a prescription and 
cigar business. 

The idea of operating a store 
on Main Street is to have as 
many people enter the store as 
possible, no matter how small the 
unit sales article might be. The 
idea is to get them coming into 
the store, and that real often. 

The jeweled shoes shown on 
this page illustrate accessories to 
and on the shoe, and there is no 
reason why a store should not sell 
small personal shoe cases about 
the size of a hat box to be carried 
by travelers. 

Emmett McRae of Valdosta, 
Ga., not only does a good busi- 
ness in hosiery, but is able to 
sell handkerchiefs, bags and silk 
underwear. The shoe store of the 
future is going to be one that has 
something of merchandising «p- 
peal in every window display. 
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The Skyline of Production 
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O illustrate the narrow span 

between success and failure, 
we show that in years, good or 
bad, we always have better than 
three hundred million pairs of shoes 
produced. This means in the census 
termed “footwear other than rub- 
ber,” thereby taking in everything 
in the leather classification, whether 
the upper is of fabric and the sole 
of leather, or the sole of rubber and 
the upper of leather, the classifica- 
tion still holds good. 

To also take into consideration the 
tennis footwear and overshoes of 
rubber manufacture, together with 
the small unit shoe production in 
places not listed by the census, the 
total foot covering needs of a nation 
represents at least four hundred 
million articles. 

This skyline of total production, 
as shown above, illustrates just the 
peaks of footwear other than rub- 
ber. There is an immense amount 
of shoes at the bottom of these col- 
umns, but because of space we just 
give the top skyline fringe. 


The four years as shown are meas- 
ured with a new measuring stick. 
The figures at the left side illustrate 
the rate of production in relation to 
cor&umption of shoes by a hundred 
people. For example, over the year 
1923 the average rate of consump- 
tion was 315 pairs per hundred peo- 
ple, or 3.15 pairs. per person. In 
1924 the average dropped to 279; in 
1925 it rose to 284 and in 1926 
sagged off to 281. 

Therefore, on leather shoe con- 
sumption we have sold less than 
three pairs per person since 1923. 

If only one pair more per hundred 
population was purchased in 1923 it 
would have meant an increase of 
1,113,710 pairs of shoes. In 1926 
one pair more per hundred popula- 
tion per annum would have equaled 
1,154,678 pairs of shoes, and by the 
same measuring stick to get an in- 
crease in 1927 of one pair per hun- 
dred population there would be an 
increase of 1,169,183. 

The smallest fractional increase 
per hundred population would lift 


the trade, providing each pair car- 
ried a profit. It is this profitable 
horizon in the shoe business that 
needs attention. By supreme effort 
it would not seem difficult for the 
shoe store to increase the sale of 
shoes by urging one customer out of 
every hundred to buy an extra pair. 
To bring the national figures up to 
three pairs per person of footwear, 
other than rubber, would mean only 
19 extra pairs of shoes out of every 
hundred people sold. 

The chart illustrates the peaks and 
valleys of shoe production month by 
month. If, for example, the public 
would buy at the rate of production 
in September and October of 1926 it 
would mean 329 pairs of shoes sold 
to every hundred people in the 
United States. 

When an industry knows just 
where it stands by such a picture as 
this one, it can begin to realize the 
value of the extra effort put into the 
sale of shoes to a few customers out 
of every hundred that come into the 
store. 














Extra Sales—Black and White 


How to Get the Most Out of Contrasts 


HEN Nathan Marlow of the 

Cinderella Shop, Birmingham, 
stated at the Macon convention that 
he considered black and white shoes 
an extra pair proposition, he did not 
go into detail as to why he thought 
this, so the RECORDER prevailed on 
him to amplify his remarks. 

“Black and white shoes make a 
woman look smarter than all black 
or all white,” he said. “There are 
certain types of costumes that shoes 
of this nature fit in with perfectly. 
These shoes can only be worn suc- 
cessfully by a well dressed woman 
who is cognizant of their proper 
place in her color scheme. 

“Regardless of the present day 
style dope, there are only four 


months in the year that black and 
white shoes are good, and these 
months are January, February, June 
and July. To try forcing this color 
combination at any other time would 
prove that the merchant did not ap- 
preciate the true sales value or har- 
mony of the shoes. 

“It is a mistake, too, to show these 
shoes in the lower grades, for the 
style is not appreciated by those who 
have not $12 or more to spend on 
their footwear. There is no style 
that is easier to get a fair price for 
than the black and white, as colored 
shoes may be had at all prices. 

“Black and white shoes when 
rightly and smartly fashioned add 
fully as much distinction and pres- 


tige to the store selling them as they 
do to the wearer. They are strictly 
an extra pair proposition to the cus- 
tomer. Therefore, they are strictly 
an extra profit maker to the seller. 

“Successful shoes of this type 
must have a plain black vamp. Only 
a small amount of white is needed 
to bring out the contrast in making 
a dainty, high class shoe. Plain 
D’Orsays make an admirable base 
upon which to build these shoes. An 
unlimited number of changes can be 
made just by adding perky bows or 
buckles of black and white. 

“When I say black and white I do 
not mean white and black, which is 
an entirely different story.” 
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The magnificently proportioned ballroom of the Hotel Statler will be the focal point of the 
New England Shoe and Leather Exposition in July 


Theatrical Expert Retained for 
Boston Exposition 


Entertainment, however, will not cided on at a recent meeting of the 
usual character is assured be confined within the walls of the directors is to be known as “Coun- 
those who attend the New En- big hotel. One of the features de- 


NTERTAINMENT of an un- 


gland Shoe and Leather Ex- 
position, to be held early in 
July at the newly opened 
Hotel Statler, Boston. The 
committee in charge has re- 
tained the services of the J. 
Murray Anderson organiza- 
tion of New York City, well 
known throughout the coun- 
try as theatrical producers, 
specializing mostly in the 
field of high grade vaude- 
ville. To this organization 
has been entrusted the task 
of getting together some- 
thing highly novel and in- 
structive. 

If present plans go 
through the _ entertainment 
will be on the large stage 
which fills one end of the 
grand ballroom of the hotel— 
a room magnificent in its 
proportions and in its deco- 
ration, as will be seen from 
the photograph reproduced 
above. Adjoining this’ room 
is one equally as beautiful, 
the assembly hall and plans 
call for the use of this room 
for an unusual display of 
shoe, leather and allied ex- 
hibits. 
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Just outside the ballroom 


try Club” day. On that day, even 
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those who think a niblick is 
something which should be 
mixed with grape juice in or- 
der to produce a kick, will be 
lured to one of Boston’s 
suburbs and allowed to strive 
hopefully or otherwise for 
handsome prizes. 

During the same days on 
which the exposition is be- 
ing held, July 5, 6 and 7, 
there will also be held in 
Boston the National Conven- 
tion and Trade Conference of 
Retail Shoe Dealers. This 
will be held under the aus- 
pices of the Massachusetts 
Retail Shoe Merchants’ As- 
sociation of which D. F. Sul- 
livan is president; and Henry 
E. Hagan, secretary. 

Officers and directors in 
charge of the exposition who 
attended the recent meeting 
are: 

Buford H. Jones, Alfred 
W. Donovan, Charles C. Hoyt, 
Burt W. Rankin, Charles 
Ault, A. F. Bancroft, Everett 
Bradley, E. T. Cady, Charles 
T. Heald, Major Charles T. 
Cahill, Paul O. MacBride and 
Secretary T. F. Anderson. 
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Cammeyer Opens Mid-Town 
Shop With Mid-Prices 


Old Firm Establishes Second Store 
on Fifth Avenue, New York 


HE name of Cammeyer, one 
of the oldest and best known 

I in the retail shoe trade in this 
country, is now emblazoned on two 
stores on Fifth Avenue, New York. 
The latest addition to the House of 
Cammeyer was opened on March 19 
at 557 Fifth Avenue, between Forty- 
fifth and Forty-sixth Streets. It 
forms the third in the triumvirate of 
stores now operated by the com- 
pany. The so-called downtown store 
is on Thirty-fourth Street, and the 
De Luxe shop is at 677 Fifth Ave- 
nue. The new shop is midway be- 
tween the Downtown and De Luxe 
shops, both geographically and in 
price range, for it handles shoes 
ranging in price from $15 to $22 a 
pair. In the Downtown store the 
price range is from $10 to $18.50 
and in the De Luxe shop from $22 
to $50. Thus Cammeyer, through 
its three stores, is able to cater to 
the price desires of a large number 
of customers. The feeling that an 
“in-between” price range is in 
urgent demand prompted the open- 
ing of this new shop. 

The opening of the new store also 
marks the fifty-eighth anniversary 
of the association of Louis M. Hart, 
that Grand Old Man of shoe retail- 
dom, with the House of Cammeyer, 
which was founded in 1863. With 
the dropping out of the Cammeyer 


family years ago, Mr. Hart became 
president and ‘active head of the 
business. Much of the administra- 
tive work today, however, is carried 
on by his sons, Percy and Harold 
Hart. 

The De Luxe shop, established 
four or five years ago, was the first 
of the “salon” type of store, in 
which the stock ‘was concealed from 
the customer and the intimate feel- 
ing of a drawing room was obtained 
in the layout and decorations. In- 
cidentally, the De Luxe shop occu- 
pies the site of one of the old 
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Lowis M. Hart 


Vanderbilt houses on Fifth Avenue. 

The new store also has concealed 
stock shelves, and the “intimate” at- 
mosphere prevails. Screens of 
French walnut in inlaid marquetry 
effect conceal the stock shelves in 
the store proper. Immense reserve 
stocks are carried in the basement. 
Down a few steps at the rear of the 
sales room is the cashier’s window 
and doors leading to the offices in the 
rear and on the balcony. 

A hosiery department is placed at 
the front entrance and buckles and 
other accessories are carried here 


“~\. 
o. 


The decorations, mainly in the 
Adam period, were executed by the 
F. Raimont Wesley Studios. Shreve 
& Lamb were the architects. 

The walls show large panels of 
scenic wallpaper in an early Ameri- 
can design and narrow plaster 
panels in Adam design, alternating 
with narrow mirrored panels. 

The carpet, which covers the en- 
tire floor, is of rose taupe. The fur- 
niture is painted a deep putty tone 
and striped and decorated in tones 
of multicolored frieze covering, with 
blue and green predominating. 

The chandeliers are of crystal and 
gold in Adam period. 

Joseph Connor, who has been with 
the House of Cammeyer for almost 
20 years, is manager of the new 
store. 
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Cleaning and Polishing 
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' Shoe Cleaning Machine—Model A 
Equipped with Brushes and Motor 











‘Tir SHOE CLEANING MACHINE—MObDEL A, is a handy 
and compact machine for cleaning and polishing shoes 
that have been soiled in handling. It is designed to 
accommodate two cloth or yarn brushes, or a com- 
bination of each as desired. The machine is motor 
driven, the motor belting directly to a grooved driving 
pulley on the shaft carrying the brushes. The equip- 
ment is an ideal one for retail stores where factory 
power is not available. 


Let us supply you with further particulars 


e 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 





Auburn, Maine................. 87 Main Johnson City, N. Y............ 276 Main New York, N.Y.......02.+0: 37 Warren 
Brockton, Mass............... 3 Cen L SERRE 306 Broad Philadelphia, Pa........ 221 North 13th 
Chicago, apnea 18 South Market boro, Mass............. 11 Florence Rochester, N.Y............+-+: 130 Mill 
Cincinnati, Ohio ........... 407 Gil Milwaukee, Wis............. 258 Fourth St. Louis, Mo................ 1423 Olive 

werhill, Mass........+++++++ 145 New Orleans, La........... Chartres sam Francisco, Cal.......... 859 Mission 






















































































4 











eB 















BOOT AND SHOE RECORDER 





When In CHICAGO 


Enjoy your stay—at the New 


MORRISON HOTEL 


Madison and Clark Streets 
Tallest—and Most Economical—Hotel in the World—46 Stories High 


OR a number of years the 

Morrison Hotel has been the 
chosen headquarters in Chicago of 
American shoe manufacturers, their 
representatives and out of town 
dealers. It offers an environment 
and service unsurpassed by the 
most expensive hotels, and yet it 
maintains a scale of rates lower 
than that of any other hotel of 
high recognition. 


Closest to Offices, Stores, 
Theatres and Railroads 
Rates, $2.50 Up 


At this location, the most central in the 
city, the large revenues from subleased 
stores pay all the ground rent, and the 
total saving is passed on to the guests. 
It is therefore possible to engage rooms 
here for $2.50 to $5 that would rent at $5 
to $8 elsewhere. | 


1944 Outside Rooms 
Each with Bath 


Every room has bath, running ice water 
and Servidor, the latter insuring abso- 
lute privacy with its “grille” feature. 
There is a special housekeeper on each 
floor, and all guests enjoy garage service 
Stores, theatres, offices and depots are 
nearer than to any other hotel. 


Ideal for Conventions 


The Cameo Room, seating 2000, and 
the “dance and dine” Terrace Garden 
are among those of the Morrison’s at- 
tractions that have made this the favor- 
ite hotel in Chicago for trade gatherings 


The N. Morrison, when completed, will be the world’s largest and " - 
ew tallest hotel, 46 stories high, with 3400 rooms and meetings of all kinds. 


Write for Reservations or Telephone State 8700 
Special Convention Rates on Application 
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SOOT 
: SALOME 


“IN STEP WITH FASHION” 


For the Smart Trade 


NE of our biggest and latest style hits. Its 
startling beauty has made every buyer 
want it. 


In 
§ J FANCY OPEN SHANK 
rig Gp “T” STRAP SANDAL 


* Made in patent with pearl plush patent trim 
* 4 and heel. Has the wanted 21/8 Heel. We 
* Fashion also build this model in pastel parchment Kid 

A Reg. U. S. Pat. Off. with parchment percale trim and heel—rose 


blush Kid with pearl opalescent patent trim 
and heel. 


MADE TO ORDER ONLY 


SALOME 
Four to Five Weeks Delivery 


LAMPE SHOE CO. 


SAINT LOUIS Manufacturers U. S. A. 


IQ 0 0 Tt 


BUCKHECT 


SHOES 
ell al] over the cour j The BIG SELLER 


in 
OUTDOOR SHOES 


For 70 years BUCKHECT 
Shoes have made good 
under the severest forms 
of service. Made of Cali- 
fornia’s original Indian- 
tan process leather with 
the “oil tanned in”. 


Your trade will welcome 
them and they are money- 
makers for you. Sold now 
by more than 5,000 
dealers. Write today for 
new catalog and prices. 


BUCKINGHAM & HECHT 
25 First Street, San Francisco 


In Chlenae In New York 
VON LENGERKE & ANTOINE THE H.& D.FOLSOM ARMS CO. 
33 South Wabash Ave. 344 Broadway 





: 
: 











April 2, 1927 BOOT AND SHOE RECORDER 


SERVICE 





ESE 





US 


Our Most Veluod Asset 


UR record for delivering what we Our Offal is widely distributed to 

sell and guaranteeing our prod- makers of welting, insoles, counters, 
uct is attested by every customer box toes, and other structural shoe 
we have. parts. 
We are the largest producers of high 
grade butts for the belting trade and 
the largest source of supply of leather 
for the makers of harness. 


Leather is bought for certain definite 
requirements. Our large purchases 
of hides and our many highly special- 
ized tannery operations enable us to 
offer the trade leather best suited to In all these diverse lines “Company 
particular needs. Leather” is reliable and constantly 


We are specialists in supplying sole conforms to standard selections. 


leather— whether for Welts, Turns, The many friends our service has 
McKays,or forthe shoe findingstrade. made will testify to this. 


Our sales offices are strategically located to best 
serve the trade. Our points of distribution are 
placed to maintain a quick and adequate supply 
to the shoe manufacturer and sole cutter. Emer- 
gency demands can be quickly met. It is always 
easy to reach a source of “Company Leather” 
and invariably possible to secure just the type of 
sole leather required. 


Customer satisfaction is an invaluable asset and worthy 
of our ceaseless work and study. 


THE UNITED STATES LEATHER COMPANY 


NEW YORK BOSTON CHICAGO CINCINNATI ST. LOUIS RICHMOND 




















Selling Agents: 


McADOO & ALLEN L. H. NELSON & CO. J. W. MILNER H. SCHOELLOKOPF 
Philadelphia San Francisco Liverpool Zurich 


W.HVISTENDAHL & CO. A. W. HOGAN F. MEYER & CO. F. W. BRADSHAW 
Oslo Kobe Copenhagen St. John’s 


NOTHING TAKES THE PLACE OF LEATHER 
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Lyons Products are now being used by several MILLION 
people and sold by thousands of satistied dealers in the 


United States and foreign countries ~ ~ ~ 
Being the ORIGINATORS ofa rubber hose saving article it 


is only natural that we should lead the tield in our line 
and the tremendous reception being accorded LYONS PRODUCIS 
by the public safeguards the dealer when ordering his 
stock. Our high standard of quality is guaranteed by 
skillful workmanship and the best grade of materials. 


ACCEPT NO SUBSTITUTE INSIST ON LYONS 


The Latest in Shoe Comfort 


For Men, Women 
and Children Only One 





Stops Wear on Hose 
Prevents Shoes Slipping 
Eliminates Side Gap 
I 

Steaiiy Mialh ittideaes mproves the fit where shoes are loose 
Prevents Wear on Hose 
A Trial Order Eliminates Heel Blisters 

is Solicited 





Three Sizes Stops Shoes Slipping at Heel 
Large, Medium, Small 


A Fast Seller and Big Profits Give us a Trial Order 


Put up 1 Doz. to a Card 





Pot up 1% Doz. to a Card 
Dealers Prices ars . eet 
, ize n on, $2. Card % : ; oy : 
ed a 4 a a a aie ‘ P Pn Discount, 5% half Gross; 10% one Gross 
Mec n size... ° an, e i oe 4 P 
Small size....81.40 dozen, $2.10 Card 


Discount 5% half gross; 10% <i 
PEC " All Good Jobbers 


Dealers Price, $1.75 Dozen 
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© there is a constantly growing demand for 
an article which will relieve the wear on hose 
and improve the fit of low cut shoes.~ ~ 

Why not cash in on this opportunity and 
let the Lyons Line work tor you as it 1s 
for numerous other Dealers ~ ~ ~*~ 

Our Protectors are all put up on attract- 
ive Display Cards in two and three colors 


and reduce sales effort to the minimum. 


OFTEN IMITATED ———— NEVER EQUALLED 


G2 


aes 

= 

~— —<—Z 
———— 


\ 


J 


the latest in Shoe Comfort DR. LYONS METATARSAL PAD 
LYONS COMBINATION RELIEVES ACHING FEET 


Hose Protector and Heel Rest 

Can be worn with 
comfort in the 
tightest fitting 
Pumps or Ox- 
fords. 


Made of soft 
=i sponge ite 
: e with fine Kid top- 
Send us cee. * ping. 
. ‘a 
your order 
Gives relief to 
weak or fallen 
arches, 


Champagne Also made in the 
Color 
o 
ing. 
Combines the attractive ping 
features of a hose pro- 
Patent ‘ =o and a heel cush- 
Pendi » 
ns Your Order 


Pat up 1 Doz. to a Card Solicited 


Dealers Price, $2.50 Dozen DEALERS PRICES 

’ GY . p pt 
Discount, 5% half Gross; 10% one Gross Regular Metatarsal Pad, 88.50 Desen Paira 
Plain Metatarsal Pad, 82.50 Dozen Pairs 


Handle Our Products Discount, 5° half Gross; 10° one Gross 
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Meeting Seating Problems 
for a Half Century 


Has given us the answer to your Profit Problem 


A half century of seating service to theatres, 
schools and churchesstands behind “American” 
claim to seating superiority. The same organi- 
zation, seating experts and master craftsmen 
have given their specialized knowledge to 
meeting shoe store seating problems. Resources 
and research have been applied tomake Amer- 
ican Interlocking Shoe Store Chairs a 
vital business building factor in your store. 
The discriminating shopper seeks out 
the store that reflects distinction. 
Where equipment is in harmony with 
better taste . . . and shopping is made 


NEST 


smartness to your store. Bring in more and 
better trade. Build confidence in your values 
and management. Make your store the pre- 
ferred place to buy shoes. 


FREE SERVICE AND BOOK 


Our engineers and draftsmen have suggested 
novel seating arrangements for thou- 
sands of shoe stores from coast to coast. 
Their experience is yours without obli- 
gation. Write our Shoe Store Service De- 
partment for seating ideas. Our helpful 


“New Styles in 32-page book, “New Styles in Shop 


pleasant. “American” Chairs, beautiful hn il Seating”, also free to interested owners 
in finish and design, add this touch of ‘hemodemshoestore and managers. Write for a copy today. 


owner or manager. 


American Seating Company 


1016 Lytton Building 


Chicago, Illinois 


Branch Offices 


Philadelphia: R. 703-1211 Chestnut St 









Sa 4 
Se ae eS aes 
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New York: R-601-119 W. 40th St. 


i a 0 ea ba hs Serene ANG 


Boston: R. 302-69 Canal St. 


a Oth eee 
Hol TP Hart 
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When this happens 


—you get the blame 





Good shoes deserve good laces. Your customer expects them. 


Can you afford to endanger your reputation for quality with 


inferior laces? 


Self interest demands that you specify ‘‘Cordo Hyde’’ Laces on 


every order to your manufacturer. 
ee °° 
Feature Cordo Hyde Laces. 


Sell an extra pair with every sale of shoes—make an extra profit. 


Shoe Lace Division 


O. A. Miller Treeing Machine Co. 


BROCKTON, MASS. 
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. Just in time ; 

a for Easter.... / 
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4 ARTISTIC offers this elegant, perfect-fitting . 

i] patent sandal for immediate delivery. ' 

= a No. 30 Last—20/8 spike heel, square toe ( 

# F No. 14 Last—14/8 Cuban heel, round toe ' 

H AA to C ‘ 

Case lots only—36 pair to a case i’ 

$6.00 \. 
‘ { America’s Foremost ] Artistic Shoe Ca Inc. : 

° Line of $10 Retailers Factory & Showroom ‘ 
. 580 Throop Ave., Brooklyn, NY ‘4 
. New York Office, Marbridge Bldg., 34th St. & Bway, Room 540. | 
ss ee ed 
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TRACE MARK REO UY & PAT. OFFICE 


Genuine Hand Sewn 
Moccasins for Children 


Build Enthusiastic Customers! 


"I wish to advise that my 
order of 3/9 was received 
a ee eae ae. 
"Its a pleasure to sell 
Kiddiemox...have had the 
shoes one day and have 
sold more than half of 
SE 
"Rush following order." 


Kiddiemox are carried 
In Stock in five (5) 
styles and in four (4) 
leathers. Send for 
catalog. 





BERKSHIRE (2%*i:.. Holliston, Mass. 


Pacific Coast Office, 2015 Shattuck Ave., Berkeley, Cal. 
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The Belvedere Hotel 


48th Street, West of Broadway, New York City 
Times Square’s Finest Hotel 


Within convenient walking distance to important 
business centers and theatres. Ideal transit facilities. 
450 Rooms—450 Baths 
Every Room an Outside Room—With Two Large Windows 
Large Single Rooms, size 11’ 6” x 20’ with bath, $4.00 per day 
For Two, 85.00 Twin Beds, $6.00 
Large Double Rooms, Twin Beds, Bath, $6.00 per day 

' Special Weekly Rates 


Furnished or Unfurnished Suites with serving pantries, $95 to $150 
per Month 


Moderately Priced Restaurant Featuring a Peerless Cuisine 
Illustrated booklet free on request 
CURTIS A. HALE, Managing Director 
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“The Place to Sell Hosiery Is the Shoe Store” 


THREE YEARS AGO “HOSIERY” 
started to preach that text to an audience 
af over 10,000 attentive shoe merchants. 
The sown seed is growing with amazing 
rapidity. All over the country shoe mer- 


















chants are putting in hosiery depart. 
ments. Each month the idea grows 
er. 


So we say to you—the place to sell 
hosiery easily, is to the shoe merchant. 
The Boot and Shoe Recorder, through this 
Hosiery section, offers a direct approach 
to the most responsive group of hosiery 
buyers in the country. 


Boot and Shoe Recorder Publishing Company 


ale 
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Who’s Who on the Road 


The Traveling Salesmen We Tell About Here 
Are the Boys Who Deliver 


4 t-~ Southern representatives of 
Charles A. Eaton Co., Brockton, re- 
cently held an all-day session at 
Savannah. E. E. Doane, sales man- 
ager, journeyed to “Dixie” especially 
for the occasion. Conferences were 
held at the Hotel Savannah. Eleven 
representatives of the company were 
present, (UTPS) 


HARLES A. 

GLEASON, 

who “hails” from 

Leominster, Mass., 

for the past 25 

years with the late 

firm of Johnson 

Bros. Shoe Mfg. 

Co., Hallowell, Me., 

and considered one 

of the best busi- 

ness “go-getters” 

in “shoedom,” has 

joined The Wise 

Charles A, Gleason & Cooper Shoe 

Co.’s_ sales force, 

and early this 

month commenced to call again on his 

old trade, in part of New York, Penn- 

sylvania and part of western Massa- 

chusetts. He will call only on those 

retail accounts for The Wise & Cooper 

Shoe Co. which he formerly sold for 

Johnson Bros. Charlie Gleason is one 

of the most popular shoe salesmen on 

the road—a man who has made shoe 

distribution a profession. He has made 

a big success of his work because he 

loves it, and is as anxious to have his 

many good friend-merchant customers 

succeed as to succeed himself. Presi- 

dent Fred W. Small, head of the house 

of The Wise & Cooper Shoe Co., Au- 

burn, Me., reports that a Boston sales 

office will soon be opened in the Metro- 

a Building, right next to the 
etropolitan Theatre. 


ECENTLY, on 
the day that 
new Statler 

Hotel in Boston 

was opened for 

guests, Charles B. 

Taft, New Eng- 

land _srepresenta- 

tive for W. 

Minor & Son, Inc., 

Batavia, N. Y., 

spread his line in 

the first sample 
room to be used 
for shoe display 

purposes. The en- 
tire first floor of “The Hub’s” new hotel 
has been reserved for sample rooms, 
and Mr. Taft states that he was the 

-—~* shoe man in this direction. 
. Taft’s sample room in this new 


the 


Chas. B. Taft 


By HELEN M. HANEY 


hotel proved popular, as seventeen buy- 
ers out of twenty-one who had been 
mailed notices the previous week that 
the line would be displayed placed or- 
ders there. Among the well-known 
retail shoe merchants who called were 
“Jim” Moorhead, Quincy, Mass.; Lee S. 
Baker, Brockton, Mass.; Dana D. Good- 
win, Fitchburg, Mass.; Charles J. Te- 
treau, Lawrence, Mass.; Daniel J. 
Ahearn, Framingham, Mass.; Charles 
Ruggles, of The Shepard Stores, Bos- 
ton; A. J. Bernier, Lowell, Mass.; W. D. 
Hanly, New Bedford, Mass.; Morris 
Kirsner, Milford, Mass.; Paul Holson, 
Boston; Thomas J. Baker, Lynn, Mass.; 
Joel P. Parent, Leominster, Mass., and 
many others. 


ACK (J. C.) 

CLARK, re- 
elected second 
vice - president of 
the Iowa Shoe 
Travelers’ Auxil- 
iary, did such good 
work last year for 
the boys and the 
trade of his sec- 
tion that he was 
importuned to con- 
tinue to hold office. 
With Carl P. Ort- 
lund, chairman of 
the Style Revue 
and the entertainment and style revue 
committees, “Jack” handled the situa- 
tion in fine shape, and all of these good 
fellows are receiving votes of appre- 
ciation from all sides. February and 
June were considered as possible con- 
vention months for 1928, with the 
greatest sentiment in favor of June, 
if agreeable to the shoe merchants, who 
will have the deciding of the next 
annual “get-together” date for the 
Iowa Shoe Retailers’ Association. 


Jack (J. C.) Clark 


ASTERN sales- 

men for the 
M. N. Arnold Shoe 
Co. now are in 
their territories 
following a_ suc- 
cessful recently 
held sales confer- 
ence, during which 
the new Glove 
Grip line was ex- 
plained by  vari- 
ous officials and 
factory executives. 
W. Percy Arnold, 
president and 
treasurer of the 
company, back from a four-week trip 
to the Pacific Coast, lined up the cam- 
paign for the spring months. He is a 


B. L. Wales 


and said that the prospects are prom- 
ising for the active sale of New Eng- 
land “quality” shoes throughout the 
country. 

Malcolm P. Arnold, vice-president 
and superintendent, took the salesmen 
on a tour of inspection through the 
factory. Burtén L. Wales, sales man- 
ager went over the new sample line for 
fall and outlined many of the added 
new features. 

Charles R. Marshall of N. W. Ayer 
& Son, Philadelphia, gave an instruc- 
tive talk on marketing. S. J. Andrews, 
stock manager, explained the new stock 
styles. E. S. Strout, credit manager, 
spoke on the credit situation. 


CAs. G. SELLERS, for the past sev- 
eral years with the Shoe Specialty 
Manufacturing Co., St. Louis, has re- 
cently become associated with the 
United States Shoe Co., Cincinnati. 
“Charley,” as we know him best, will 
represent The Imperial Shoe Co., 
Louisville, Ky., and The Holters Shoe 
Co., Cincinnati, The McKay Units of 
The United States Shoe Co. and will 
cover his old territory consisting of 
Western Pennsylvania and West Vir- 
ginia, with headquarters at the Hotel 
Henry, Pittsburgh. It is not saying 
too much to predict a successful career 
for Mr. Sellers in his new affiliation. 
Charley has a host of friends and with 
these highly specialized lines of style 
footwear for women, it is very evident 
that we will hear much of Sellers. Mr. 
Sellers will assume his new duties 
about May 1. 


OB LEISER of the Northwestern 

Shoe Travelers Association has 
signed up with F. Mayer Shoe Co., Mil- 
waukee, and will cover the Western 
half of Wisconsin with the ladies’ line 
of this house. 


OU D. REAM, 

president of 
the Iowa Shoe 
Travelers’ Associa- 
tion, was one of 
the good workers 
at the recently 
held Iowa State 
Shoe Dealers’ As- 
sociation conven- 
tion. But then, 
Lou is always on 
the job. Lou sells 
the J. P. Smith 
ian i, Sem Shoe Co.’s line in 
his “neck ’o the 


woods.” 


R2ss BATES of Minneapolis has 
been visiting The Fiebrich, Fox & 
Hillker factory in Racine recently, get- 
strong believer in quality merchandise ting his new fall line. 
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GALES Manager Ferguson of the F. 
Mayer Shoe Company’s “Honorbilt” 
Division, has been visiting with some 
of his salesmen recently. Among — 
on whom he called are E. A. Rosenquis 
of Minnesota; and Messrs. Huyck, 
Cain, Moser, and Prescott of the 
Middle West. 


sy sympathy of the many shoe 
trade friends of George W. Butter- 
worth, Pacific Coast representative of 
the Commonwealth Shoe and Leather 
Co., is being extended to him in the 
loss of his wife. Mr. Butterworth was 
on his way East to attend the recently 
held sales conference of his company, 
when word reached him of his wife’s 
sudden illness—he hurried back West, 
but Mrs,, Butterworth had died before 
her husband could reach home. 


RANK W. BARKER, old-time shoe 

traveler, who fifteen years ago was 
made a —_ through an accident, 
and later suffered other accidents, now 
at the age of 72, is able to walk about 
with the aid of crutches, and this week 
commenced to go up and down stairs. 
His physician says it is a remarkable 
recovery, and Mr. Barker attributes 
it all to the fact that he always be- 
haved himself, and sold good, honest 
shoes on the road for 40 years. His 
headquarters are at the Murschel 
Hotel, Sandusky, where he would be 
glad to hear from any of the other 
“knights of the grip.” 





B. HATHAWAY covers North- 
e ern California for the Johns- 
Tilt Shoe Co. of Los Angeles—“and 
that’s not all,” for last year Mr. 
Hathaway “rolled up” a total of $200,- 
000, which represents 40 per cent of 
the total sales of this company; the 
balance of the total was distributed 
among four other salesmen. 


RANK G. WEBER of Cincinnati, 

who formerly traveled for Weber 
Bros., North Adams, Mass., is receiv- 
ing messages of sympathy from the 
trade en the death of his mother, who 
recently passed away. If Mrs. Weber 
had lived until March 17, she would 
have been 84 years old. 


M. PRESCOTT, whom all the 
¢ retail shoe merchants call 
“Mel,” is one of the “old standbys” of 
the Capital City Corporation. In al- 
most every instance his customers are 
doubling their orders with “Mel.” Two 
of the big orders now going through 
the works, President Roose says, 
amount to 24,000 pairs, production is 
being increased, and the factory is sold 
up until after the middle of April. 


EORGE A. TREAT covers Maine, 
.FJ New Hampshire, and Northern 
Massachusetts for the Bristol Patent 
Leather Co. George chose the patent 
leather business for his “profession” 
and Cecil Q. Adams for his “beloved 
boss” right after his graduation from 
high school, which means that he has 
been “at it” for almost 21 years, 18 
of which have been spent in first study- 
ing and adage Sterling Patent Colt 
and Sterling Patent Kid, and then 
working at other jobs on the inside, 
with a course at the tannery; for the 
past three years, he has been on the 
road, and not only..visits shoe factories, 
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but retail shoe stores to see what is 
selling. He believes that more leather 
salesman should keep in touch with 
retail shoe merchants. Mr. Treat says 
that from his: observations of the past 
two or three weeks, the shoe business 
in New England is showing an im- 
provement. In addition to selling Ster- 
ling Patent Colt and Sterling Patent 
Kid, he sells the black kid and colored 
kid line of the Keystone Leather Co., 
and also the recently added line of 
side leather in kips that is moving so 
fast that it means speeding up tannery 
production. He says it looks to him 
like a very good black season. Mr. 
Treat’s “running mates” from the 
Boston Bristol’s Boston store are “Ed.” 
Gallup, L. N. Hatch, and B. C. Gould, 
foreign representative. 


é¢y AP” L. IMIG, the re-elected Pres- 

ident of the Wisconsin Shoe 
Travelers’ Association, is known as one 
of “The Four Aces” of the Badger 
State shoe travelers. “Lap” sells Rich 
Shoes. The other three aces are— 
Fred E. Schmidt, who represents the 
James Shoe Mfg. Co.; “Wild Bill” 
Donovan, who sells Helmholz shoes, 





L. L. Imig 


and “Smiling Warren” George, who 
sells “Flexies” and Simplex shoes. 
Lap was presented with a Gladstone 
bag at the recent installation of the 
officers of the Wisconsin Shoe Travel- 
ers, a tribute to his splendid organ- 
ization work of 1926, which brought 
to the association national recognition. 


NEAT little folder, entitled “What 

a Nationally Known Shoe Sales- 
man Thinks of Modern Wholesaler 
Service,” has been sent out to the 
retail trade of the country by the 
National Association of Shoe Whole- 
salers, Ralph B. Jones, president. This 
folder contains the picture of Charles 
W. Morrill, President of the National 
Shoe Travelers’ Association, and sales- 
man for the Durand Shoe Co. of Rich- 
mond, Me. This is “the gist” of what 
Mr. Morrill said, and what he says 
is being said by many other veteran 
observers in the shoe trade—namely— 
“The wholesaler does save the retail 
shoe merchant time and money—and 
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helps increase his profits.” The matter 
in this folder was an excerpt from an 
interview with Mr. Morrill entitled 
“Business on a Better Basis” published 
on page 87 of the Boot AND SHoE 
RECORDER of Jan. 15. 





C. COULTER of Houston, Tex., 
e has joined the salesforce of the 
Wm. H. Lampe Shoe Co., St. Louis. 
“Buck,” it will be remembered, for- 
merly represented The Holters Co. in 
Texas and other Southern States for 
several years. He is now in his terri- 
tory for Lampe with “a lot of hot pat- 
terns,” writes his friend, Buford Mc- 
Whirter, formerly of “The Lone Star 
State” and now with headquarters at 
the Hotel Missouri, St. Louis. 


W. WILSON has been 4a; 

¢ pointed Western sales manage: 
for A. M. Creighton, in charge of al! 
States, West of Ohio. Mr. Wilson, for 
about 18 years, covered Michigan, In- 
diana, Detroit, Louisville, and parts of 
Chicago for A. M. Creighton, his entire 
service with this house covering 
period of 20 years. About a year ag: 
he left the shoe business for a vacation 
in Florida, and is now back in “finer 
fettle” than ever. His headquarters 
are at Room 508, Security Building, 
189 W. Madison Street, Chicago, and 
he will call on the volume trade in De 
troit, Toledo, St. Louis, Minneapolis, 
and State Street, Chicago. 


ENRY J. DURBER, who repr: 

sents the Jung Shoe Co. of She- 
boygan; Harold E. Lew, who repre- 
sents the Ebner Shoe Co. of Milwaukee, 
and “Al” A. Mayer of the Peters Shoe 
Co. of St. Louis, were recently in- 
stalled as members of the Wisconsin 
Shoe Travelers’ Association. 


P. ALDERSON of Kansas City, 
@ who represents the Novelty 
Shoe Co., writes that he enjoyed a good 
business at the “Heart of America” 
exhibit at Kansas City—R. P. covers 
his old territory for the Novelty folks 
—Missouri, Kansas, and Oklahoma 
He reports that there were about 34 
displays, and on the night of the buffet 
supper, dance, and vaudeville entertain- 
ment, there was a crowd of 800—Mr. 
Alderson is one of the good boosters 
for the section “Out Where the West 
Begins,” as he terms it, and on the 
occasion of the recently held Topeka 
convention proved, by his good account 
for the RECORDER, of this “get-together” 
of the Kansas Shoe Retailers Associ- 
ation that he is a good newspaper man, 
as well as traveling shoe salesman. 


OSEPH KARPELES covers Upper 
New York State for the J. Weiss 
Shoe Co., Inc., of Duane Street. 


HARLIE PIPER, veteran _ shoe 

traveler on the Pacific Coast, for 
John J. Lattemann, recently retired 
from shoe factory representation, on 
account of ey total blindness. 
Mr. Piper, however, is cheerful, and 
hopes eventually to recover his sight 
and return again to the road. Before 
going West some years ago, he traveled 
for Eastern firms, and is as well known 
and liked in Rochester, N. Y., and other 
shoe markets as he is along the West 
Coast. 
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1 FRIED’S BEST EASTER OFFERINGS 
NOW IN STOCK 


ex., 
the 
uis. 





rri- 
yat- 
Mc- 
tar 

at 


for “St. Honoré” 


} of No. 1767—Patent Leather with 
Hire Paisley lace underlay and heel. .$4.25 
No. 1775—Parchment Kid vamp 
and heel with Opalescent under- 
Ze fay anh GUBTOEE. cc cccccoccces 25 
. AA to C Widths 


lis, 
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No. 1760—Opal Patent vamp and 
heel with Paisley lace quarter 
and underlay. A-C.........e0. $4.50 

No. 1768—Black Patent vamp 
and heel with Opal patent quar- 
ter and underlay. B-C......... 4.50 

No. 1769 —Parchment Kid Vamp 
and heel with Opalescent quar- 

Cc gs 


ter and underlay. A-C...... ‘ 4.50 


oc i- 
an, 





per 


21Ss 





“Elite” 


No. 25117—aAll Patent Leather. .83.85 
No. 25127—All Satin ......... 3.85 
hoe No. 25167—All Parchment Kid.. 4.00 
No. 25177—All Grey Kid....... 4.00 
for A to C Widths 
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| 118-120 Duane St. 
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Stunning Spring Styles 
That Will Help You Make 
a Handsome Profit on Eas- 
ter Business. 

Send in Your Orders at 
Once. This Is Your Last 


Chance Before Easter. 





No. 87061—Parchment Kid with 
parchment mesh calf underlay 
OE DO ccccccceccovessescves 83.00 
No. 87062—Same with Cuban heel 3.00 
No. 87051—Patent with parchment 


mesh underlay and heel........ 3.00 
No. 87052—Same with Cuban heel 3.00 
All D Wide 





No. 71411—Patent with Gypson 
Star straps and trim........... . 
No. 71412—Same with Cuban heel 3.00 
No. 71413—Same with Baby 
BEE BEE ccccocsccocoesces 3.00 
No. 71451—Patent with grey 
Opalescent straps, trim and heel 
SE. n540'006465050066000000 3.00 
No. 71452—Same with Cuban heel 3.00 
No. 71461—Parchment Kid with 
Jypson Star straps, trim and 
heel (Spike) ........ aie 3.00 
No. 71462—Same with Cuban heel 3.00 
No. 71463—Same with Baby 
Gpanich heel ..cccccccccccccecs 3.00 
No. 71471—Grey Calf with grey 
Opalescent straps, trim and heel 
(Spike) wccccccsscvccccccsess 3.00 
No. 71472—Same with Cuban heel 3.00 
All D Wide 


: Lazarus Fried & Sons, Inc. 


Established 1879 































Vanity 


No. 1501-—Parchment Opalescent 
Patent with red and gold mesh 
underlay and _ heel. Tapestry 
Ee ere eee $4.50 

No. 1502-—Patent with grey Opal- 
escent underlay, grey shark trim 
Ge GE 4640040606006 s60004 4.50 


Widths AA to © 


Carasée 


No. 1762—Patent with combina 
tion trim of parchment patent, 
opal patent and flowered patent 
on vamp and quarter.......... 84.25 
A to C Widths 


No. 1776—Patent with green and 
red stitching on vamp and quar- 
ter. Flowered patent overlay on 
VAMP ccccccccscccccccccsceses 

AA to C Widths 





New York, N. Y. 








76 





Nine 


SUFFICE LAST 
R-471—Black Kid 
R-441—Patent Leather with Black 

Grain Calf front 86 
R-451—Brownstone’ Kid 
Brown Grain Ca'f front........ 

(Cut Outs Open) 


Light BEdge—Goodyear Welt with 15/8 
covered heel. 


SUFFICE LAST 


BOOT AND SHOE RECORDER 








New Arch-Aid Styles 
IN STOCK 


Smart 
Low Shoe 
Styles 





SUFFICE LAST 
R-491—Black Satin (Gore) Colo- 
nial with Steel Beaded Satin 
Ornament, 16/8 Spanish er — 
R-691—Patent Leather wi 
Nickle = Jet Metal Buckle. "86.25 
15/8 Cuban Heel 
Light Edge—Goodyear Welt 


Ready 
to Ship 
Now 





Our Effective Adver- 
tising Material 
Helps You to Sell 
Arch-Aid Shoes 








R-381—Parchment Vici Kid— 
Check Calf trim to match. .$7.00 
R-391—Patent Leather—Black 
Grain Calf trim............ 
Covered Heel—Light Edge 











MA 
























——— 
SIZES SUFFICE LAST 
AAA, 5 -9 A, 4 -9 C, 3%-9 R-361—Patent Leather ........ $6.00 
AA, 4%-9 B, 3%-9 D, 3%-9 R-461—Black Kid ............. 6.25 
Covered Heel—Light Edge 


1, S0e Co. 


NUFACTURERS & DISTRIBUTORS 


Rochester, V.™% : 


[a - - - - -  -i>- a. --i i - h- pe = - > - > - ee oe - 
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New York City, 612 Marbridge Bldg. 
Chicago, Majestic Hotel 
Los Angeles, 107 E. Sth Street 
Oakland, 424 Belview Ave. 
Cleveland, 1599 Union Trust Bldg. 
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Shoe Merchants News 


in the Boot and Shoe Recorder 











NATIONAL NEWS 





SATURDAY, APRIL 2, 1927 





EVERY WEEK 





Retail Trade Shows Increase; 
Activity Expected to Continue 


Manufacturing Also at Peak, 
but Competition Is Keen; 
Labor Is Well Employed 


New YorRK—As reports come in from 
various parts of the country, it becomes 
increasingly evident that retail trade 
in general will be good during the late 
spring and early summer of this year. 
This is based not only on actual reports 
from big stores who already are in the 
midst of their seasonal rush, but from 
reports from basic industries as well. 
These latter reports show activity at a 
peak, with consequent full time em- 
es and fat pay envelopes. 

e economic history of this country 
shows that retail trade follows the em- 
ployment curve closely. 

The fly in the ointment, of course, is 
that, although manufacturing activity 
is expected to continue at a high level, 
keen competition will keep the margin 
of profit low and the concerns who 
show a normal profit in 1927 will be 
those whose managements are most 
successful in achieving volume with a 
low overhead expense. 





Emerson Closing Store 


PitTsBuRGH (UTPS) — Due to the 
sale of their lease to the Kline Rapid 
Shoe Repairing Co. of New York, To- 
ledo, Cleveland and other cities, the 
Emerson Shoe Store of 538 Smithfield 
Street, of which D. R. Porter is mana- 
ger, will vacate on April 15. They are 
clearing out their entire stock, including 
many shoes that sold as high as $10, for 
$4.85 and $5.85. The Emerson Shoe 
Store has been doing business in Pitts- 
burgh for over forty years and has 
been at its present location since 1918. 

Commenting on the change, Mr. 
Porter says, “Our lease has been sold 
and we will vacate the 15th. Beyond 
that there is nothing definite—we have 
no plans at present. We may secure 
a new location or we may retire from 
business, but as yet I am not certain.” 


Collins Succeeds Buttlar 


Kansas City (UTPS)—William E. 
Collins has been appointed manager of 
Hanan & Son’s store at 1010 Walnut 
Street to succeed C. O. Buttlar who 
severed his connection with the com- 
pany recently. 

Mr. Collins takes over the manage- 
ment of the store, which was opened 
on the Walnut Street location in the 
center of the recently developed Shoe 
Row, well equip for the position. 
He served as assistant manager under 
Mr. Buttlar five years and is well ac- 
quainted with the stock and methods. 











| Gimbels New Shoe Shop 
Soon Will Be Opened 


PHILADELPHIA—Within the next two 
weeks, the new shoe shop in the re- 
cently constructed addition to Gimbel 
Brothers department store will be 
opened to the public. Work on finish- 
ing the shoe shop and installing the 
new fixtures is nearing completion. A 
feature of the shoe shop will be a 
separate entrance from Chestnut 
Street. 

The fixtures of the shop are in solid 
walnut, with no visible stock. The 
stock will be disposed in roomy cases 
behind openings in the walls. The 
shelves are arranged so as to admit 
only one height of shoe boxes. 

The show cases are almost entirely 
of glass and mirrors, with lights so 
arranged as to give a maximum of 
view. The chairs, of walnut in a sim- 
ple design upholstered in a dull blue, 
are to be disposed about the salon after 
the manner of the Saks-Fifth Avenue 
shop in New York. The cashiers’ sta- 
tions, wrap pring desks, etc., are hidden, 
but accessible to the salespeople. 

Shoes from medium prices to the 
highest grade are to be carried. 





Newby Heads Kansas Ass’n 


LAWRENCE, KAN.—O. L. Newby of 
this city is the new president of the 
Kansas State Shoe Retailers’ Associa- 
tion. “Ol,” as he is known by all of 
the shoe “peddlers,” is manager of the 
Royal Shoe Stores, Inc., here, and is 
one of the best known shoemen in the 
State. His friends are legion. Every- 
one in shoedom seems to know “Ol” 
Newby, for he makes all members of 
the trade welcome at his store. It is 
reported that “Ol” was one of the most- 
noticed men at the recently held To- 
peka convention. R. P. Alderson, who 
covered this convention for the RE- 
CORDER, writes: “If all of you could 
have seen the sport oxfords this man 
wore—well—they certainly were a 
sweet pattern, but alas—he wore them 
well.” <A big growth for the Kansas 
State Association is predicted under 
“Prexy Ol” Newby’s direction. 





Engstrom at Sandusky 


SANDUSKY, OHIO—W. H. Engstrom, 
who for fifteen years has been selling 
shoes at retail, is now manager of the 
Merit Shoe Co. store, 245 Columbus 
Street. Mr. Engstrom has been located 





here for about a year. 





Millerites Hold 10th 
Annual “‘Beefsteak”’ 


New YorK—A highwater mark in 
point of attendance, entertainment and 
other qualities was set at the tenth an- 
nual “beefsteak” of the Millerites, held 
at the Hotel Commodore, Sunday night, 
March 27. The Millerites are composed 
of the retail store people and the fac- 
tory executives of I. Miller & Sons. 
Their annual affairs are given over to 
entertaining solely. 

Following a typical and excellent 
beefsteak dinner, there was a vaude- 
ville entertainment which included such 
stars as Ann Pennington and Tom Pat- 


ricols from the “Scandals.” Winnie 
Lightner from “Gay Paree,” Eddie 
Conrad, Frazer and Banks, Keller 
Sisters and Lynch and others. George 


Oison’s orchestra wound up the vaude- 
ville program and played music for 
the dance which continued until the 
wee small hours of Monday morning. 
The grand ball-room of the Commo- 
dore was packed with more than 1000 
Millerites and their friends. Features 
of the evening were a large number of 
souvenirs, and a special edition of the 
New York Daily Mirror, distributed ate 
the dance and carrying on the front 
page a picture of the gathering made 
earlier in the evening. A _ souvenir 
program in red and silver and con- 
taining 119 pages was distributed. 





Criterion in New Building 


PORTSMOUTH, OHIO (UTPS)—With 
a men’s shoe department on the first 
floor, a boys’ shoe department on the 
second floor and a shoe department 
selling heavy working shoes located in 
the basement, the New Criterion, a 
large clothing and furnishing store of 
Portsmouth, held its formal opening 
in its new store building March 22. 
The Criterion is one of the leading 
clothing and furnishing stores of 
Portsmouth and has been featuring 
shoes for many years. The new store 
building is located on Gallia Street, in 
the heart of the down-town shopping 
district. J. O. Kountz is president; 
J. H. Varner, vice-president and P. W. 
Newland, secretary-treasurer of the 
company. 





Johnson Opens Store 


RACINE, Wis. (UTPS)—Innovations 
in footwear were offered last week at 
the formal opening of the new Bert 
Johnson Bootery, 1422 Washington 
Avenue, of this city. 

Mr. Johnson, with his father, ran a 
shoe store on Sixth Street for several 
years, but now he has established his 
own business. The entire stock is new, 
and embodies the newest spring 
dictates for men, women and children, 
as decreed by the nation’s foremost 
shoe experts. 
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Carried in Stock 
Ready 


to Ship 





LIZETTE—Stock No. P-251 
Price $5.10 
“Foot Friend’ tie in patent chrome. 
14/8 celluloid heel. Goodyear welt. 
LIZETTE—Also carried in smooth 
ebony kid with leather heel. 
Price $5.00. Stock No. K-203 





CAROM=—Stock No. K-201 
Price $5.15 


“Foot Friend” tie in ebony glazed 
kid. 14/8 leather heel. 1/8 Wing- 
foot Uskide top. Goodyear welt. 


CAROM—Also carried in patent 
with celluloid heel. Price $5.25. 
‘Stock No. P-253. 
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WAY tetas 


Your Guide to Faster Sales 


FOOT FRIEND SHOES 


FOOT FRIEND SHOES are women’s 
guide to smarter, better footwear. 


The merchant’s guide to faster sales and 
bigger profits. 


Foot Friends have made for themselves a 
distinct new position in the arch-feature 
footwear field. Here's real smartness — 
real beauty—real quality—at a popular 
price—just the combination most women 
want—that women buy enthusiastically! 


The response to Foot Friends has been 
spontaneous. And merchants are finding 
out that Foot Friends are real pace-setters 
of sales and trade go-getters. 


A Foot Friend Courier is now in your 
territory with the exquisite new models. 
Welcome him—for he brings you footwear 
that will guide you to faster sales and 
steadily growing profits. 


. 


THE LAPE & ADLER CO. 


Makers of “Foot Friend Shoes” 
COLUMBUS, OHIO 


“FOOT FRIEND” COURIERS 
Dunbar Archer Dolph G. Hoyt Phil Miller 
Barney Coens A. Ray Jackson A. P. Richards 
Bertrand J. Coens H. L. Lape, Jr. Jack Spurlock 
Larry Conners Paul J. Lee Tom Talbott 
Ray Glascock F. A. MeGiffin J. C. Thomas 
J. C. Friedauer J. R. MeNierney 
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Drake & Smith Open 
New Richmond Store 


NORFOLK, VA. (UTPS) —Drake & 
Smith, Inc., Norfolk’s newest shoe 
store, at 448 Main Street, held a for- 
mal opening Saturday, March 26. 
While the store had been open for 
business for several days, the finishing 
touches were not completed until the 
day before the formal opening and 
Saturday was selected as the day when 
the public was extended a special in- 
vitation to pay it a visit. 

Souvenirs were given away to all 
callers, and silk stockings and socks 
were given with purchases. 

To select the stock, H. T. Drake, 
president of the company, made a 
special visit to northern shoe markets, 
and used much care in obtaining styles 
and qualities especially desirable in 
the Tidewater section. 

Drake has been in the shoe business 
in the Norfolk section for many years, 
and, until a few months ago, was in 
the shoe business in Portsmouth, Nor- 
folk’s sister city, later selling his in- 
terest there and embarking in the shoe 
business in Norfolk, where, he believes, 
there is greater opportunity. He is 
well known in both cities and is rated 
as one of the best shoe-fitters in this 
part of the country. 

C. E. Smith, vice-president of the 
firm, while not as well known locally, 
is also an old shoe man, having been 
in the business in both Norfolk and 
Portsmouth for many years, but more 
recently in West Virginia, where he 


spent fifteen years in the shoe business. | 
Both Mr. Drake and Mr. Smith will | 
take an active part in the business, | 


rendering personal service on the floor. 


Digging Up Antiques 


DETROIT—Antiques! When will the 
quest for specimens of early American 
footwear begin? Were there no real 
artists among those early shoemakers 
who traveled the country and resided 
at each home long enough to fit the 
family with footwear for a consider- 
able period? In the window display of 
the Queen Quality Boot Shop there are 
three specimens of ancient shoecraft. 
First, a kid button with a short vamp 
and bunty toe of the vintage of 1886; 
second, a kid lace with a long vamp 
and an elongated, pointed toe worn in 
1896; third, a patent kid lace with kid 
top that looks so odd to most of us, 
although worn only twenty years ago 
by the best dressed women of the land. 

Quaint were the styles of a few years 
ago. Who will keep even a record of 
those of today, for it would require a 
large building to preserve specimens 
of all the offering of a single season 
now. 


Sullivan With La Tours 


ROCHESTER, N. Y. (UTPS)—Ray B. 
Sullivan, formerly connected with Wil- 
bars, Inc., operating retail shoe stores 


in Boston and Worcester, Mass., is 
now manager of the shoe department 
at La Tours, East Avenue. Mr. Sulli- 
van succeeds Ralph C. Kahn, now 
manager of the shoe department in the 
Hudson Cloak & Suit Co.’s store in 
Main Street East. 








Detroit Man Visits Boston 


Boston—B. C. 
White, the assis- 
tant buyer of the 
famous Ernest 
Kern Store of De- 
troit, Mich., re- 
cently visited the 
Boston market. 
The balcony shoe 
department of 
the Ernest Kern 
Co. is one of the 
busy spots in De- 
troit. The buyer, 
Harry Soloman 
and his assistant, 
Mr. White, are kept on the jump to 
keep their stock in shape for the many 
customers who make this store their 
source of supply each season. When 
in Boston during the Style Shows in 
January, and during his recent visit, 
Mr. White spent some of his time at 
the Boston of MacLaughlin- 
Sweet, Inc. 


Called His Bluff on Gift 
of Shoes Size 14B 


CoLumsBus, OHI0 (UTPS)—E. N. 
Gregory, manager of the Browning 
Shoe Co., on North High Street had 
his bluff called, so to speak, when after 
displaying a pair of size 114B, abbo 
red colored kid one-strap ladies’ shoes, 
agreeing to give the shoes to any wo- 
man who could wear them. Mrs. Carl 
Wiley, 43 Frambes Avenue, Columbus, 
appeared and “walked away with 
them?” literally. She said: “People 
say that they wish they had small feet, 
but they would be sorry if they had, 
because it is so hard to find a pair of 
shoes to fit small feet. But I knew 
that I was going to have a new pair of 
shoes for nothing when I saw the 
placard attached to the small pair of 
shoes.” 

Mr. Gregory, who is operating the 
store for Arnold Bamberger of Balti- 
more, Md., previously gave away two 
small pairs of shoes, of the same kind 
to women who could wear them. They 


B.C. White 


office 


were to Miss Katherine Welsh, 2309 | 


size 1D to 
West First 


Street, 
141% 


South Skidmore 
Mrs. R. E. Foos, 
Avenue, size 2B. 
Mr. Gregory reports it a great ad- 
vertising scheme, calling attention of 


the public to the clearance sale in| 


progress at the store. 


Siegel Adding Shoes 


Derroit—B. Siegel Co., for forty 
years the center of Detroit’s fashion 
exposition and the oldest specialty ap- 
parel shop is opening a shoe depart- 
ment on the fifth floor. The new de- 
partment will be under the direction of 
Ross D. Filion, lately with R. H. Fyfe 
& Co., as manager of their women’s 
high grade shoes department. The de- 
partment is being becomingly decorated 
in French gray, blue and gold. Com- 
fortable upholstered chairs with fitting 
stools to match lend a touch of 
grandeur to the department. 

Only high grade lines will be han- 
dle in footwear. The arch preserver 
will also be featured, as will hosiery 
and handbags. 
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Color Advertised 
Heavily in Detroit 


Detroit—Spring footwear advertis- 
ing is just getting into its stride. In 
spite of the fact that spring weather 
arrived a month earlier than usual, 
shoe merchants held back their spring 
announcements until the middle of 
March. It is true, however, that, as 
usual, mention has been made of spring 
styles, hints have been given of new 
stocks, and in other ways suggestions 
of spring have been found in the ad- 
vertising, but a real genuine-new- 
fashion-spring tone is now given to all 
advertisements. 

“Color! It is the keynote of spring's 
smartest footwear! And kidskin is the 
favored material—in all the exquisite 
pastel-like shades of gray and tan and 
parchment to which it is so splendidly 
adapted. Often it is presented in two- 
tone combinations; or smartly com- 
bined with genuine snake or lizard 
skin,” is the McBryde Boot Shop color 
pronouncement. J. L. Hudson & Co., 
also advertise, “Formal Kidskin Slip- 
pers.” Developed in a new design. 
Fashion whimsically trims delicately 
tinted beige slippers of kidskin with 
inserts of green suede. “Fashion Pre- 
fers Blond in New Spring Shoes,” 
declares the advertisement of Kline’s, 
while Chisholm Boot Shop offers “Per- 
fection in pastel gray or parchment.” 


Denecke Leases Dept. 


CEDAR Rapips, Iowa (UTPS)—In or- 
der to offer a line of novelty shoes hot 
from the manufacturer’s doorstep, it 
has been deemed worth while by the 
executies and owners of the Denecke 
Co., progressive department store, to 
close out its regular women’s shoe de- 
partment, relegate the men’s depart- 
ment to the basement and open on the 
first floor at no inconsiderable expense, 
a special novelty women’s footwear de- 
partment, operated and managed in- 
dependently of the Denecke Co. by a 
shoe manufacturer who has more than 
sixty similar chains in the larger cities 
over the country. 

Through this connection the Denecke 
Co. is enabled to offer style leaders in 
advance of any other merchant in the 
city, a wider range of novelty styles, 
and can meet demand for odd styles 
and sizes overnight from the St. Louis 
headquarters of the manufacturer. 

The shop which opened March 19 is 


| carrying more than a hundred of the 
| newest novelty styles. 


Clifford Campbell Dead 


») 


MILWAUKEE—Clifford Campbell, 52, 
vice-president of the Campbell-Boll 
Shoe Co., 64 East Wisconsin Avenue, 
Milwaukee, died at his home here on 
Sunday evening, March 20. He had 
been in ill health for 15 years. Mr. 
Campbell lived in Milwaukee all his 
life. He was in the shoe department 
of a department store for 12 years and 
resigned as assistant manager three 
years ago to enter the Campbell-Boll 
company. He was a member of the 
Milwaukee Association of Commerce. 
He is survived by his wife and three 
daughters, and his mother and one 
brother. Burial was in Holy Cross 
Cemetery, Milwaukee. 
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FIT is in the PATTERN 
as well as in the LAST 








IN STOCK 





A close fitting three button cut out 
slipper, built over our 309 combination 
last. Goodyear Welt construction. 
14/8 Wingfoot Cuban heel. 


STOCKED IN 


Widths AAAA to EEE Sizes 1 to 11 


Style B1906—Black Satin with an ooze 
apron, Covered Cuban heel. Price $5.25 


Style B1907—Sorrel Tan Kid... .$5.50 
Style B1908—Black Glazed Kid. .$5.00 
Style B1909—Patent Leather... .$5.00 


Style B1917—White Kid Covered 
Cuban Heel. Price $5.75 


Sizes 8% and 9—35 cents extra 
9% and 10—S0 cents extra 
10% and 11—75 cents extra 


A poorly drafted pattern will 
spoil the fit of the best fitting last. 
W. B. Coon Co. shoes fit because 
the lasts are right, and the pat- 
terns fit the lasts. 


Considerable time and care is 
taken in perfecting a W. B. Coon 
Co. pattern. Pair after pair of 
trial shoes are made until we are 
satisfied that the pattern fits the 
last and foot perfectly. 


Then trial pairs in scattered sizes 
are made for a check on size grad- 
ing. Once we are satisfied that 
the model sizes are correct, we 
proceed with the full set of pat- 
terns, which on certain styles 
consist of over 2,000 pieces. 


Every last takes its own pattern; 
we do not use a pattern drafted 
for one last to make shoes over 
another last, nor do we use a pat- 
tern drafted for a leather shoe 
to make satin or fabric shoes. 


It is this carefulness and fidelity 
to detail that makes the W. B. 
Coon Co. product such wonder- 
ful fitting shoes. 
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New Staff of Officers Elected 
by St. Louis Association 


D. W. Martin, Shoe Presi- 


dent; Big Job Will Be 


to Put on Next Pageant | 
St. Louis — At | 


the regular meet- 
ing of the St. 
Louis Shoe Manu- 
facturers’ and 


25, 
officers and direc- 
tors were elected: 


Martin, Hamilton- 
Brown Shoe Co.; 
first vice-president, 
A, J. Spring, Capi- 
tol Shoemakers, 
Inc.; second vice- 
president, William 
E. Baird, Roberts, 
Johnson and Rand 
Shoe Co.; treasurer, A. G. White, 
Brown Shoe Co.; secretary, Frank A. 
Mahler. Directors are Paul B. Jami- 





D. W. 
New President of St. 
Louis Manufactur- 
ers and Wholesalers 

Association 


MARTIN 


son, vice-president of the International | 


Shoe Co.; Howard E. Stephens, John- 
son, Stephens & Shinkle Shoe Co.; 
Harry G. Johansen, Johansen Bros. 


Shoe Co., and J. T. Pedigo, Pedigo- | 


Weber Shoe Co. 

Until this year, the offices and duties 
of treasurer and secretary have been 
combined. At the recent meeting, how- 
ever, it was decided to divorce the two. 

The most important work before the 
present administration is that of pre- 

aring for the St. Louis Pageant of 
ootwear Fashion which has grown to 
be of outstanding importance in the 
industry. This year it will be held 
Nov. 28, 29 and 30, and Dec. 1—a 
four-day affair. 
will be frequent meetings to discuss 
plans for the coming pageant. Com- 
mittees will be appointed and active 
work will start in a very short time. 


New Plant for Selby 
PorRTSMOUTH, OHIO (UTPS)—Work 





on the large addition to the Selby Shoe | 


Co., of this city, which has been in 


progress for four months is nearing | 


completion and the entire plant will 
be ready for occupancy in about three 
weeks. All that remains is inside finish- 
ing of the upper floors and the erection 


lower floors have been occupied 


some time because of the necessity of 
increasing the floor space of the plant. 
The structure is one of the most mod- 
ern of its kind in the entire country. 








Wholesalers’ Asso- | 
ciation, held March | 


the following | 
4 weeks, and the committee in charge will 


President, D. W. | 





From now on there | 





| comes assistant to the president. 


Brooklyn Preparing 


for May Style Show | 


NEw YorK—Brooklyn and Long Is- | 
land City shoe manufacturers are get- | 


ting all set now for their annual style 
show which will be held on May 23 and 
24 at the Hotel Commodore, New York. 
Invitations to the retail trade inter- 
ested in the fine product of Brooklyn 
will be mailed within the next twa 


have their busiest stretch from now 
until Style Show Week. 

Present indications are that almost 
a 100 per cent representation of manu- 
facturers belonging to the board of 
trade will appear as Style Show exhibi- 
tors, and this will tend to make the 
May revue the biggest and most elabo- 
rate ever held in New York. 

Costumes for the models will again 
be furnished by Oppenheim Collins & 
Co. of New York, and the hosiery will 
be by Propper. While final arrange- 
ments are said to have been concluded 


for music, entertainment and lighting, | 


definite information on this score can 
not be released during the absence of 
the chairman of the committee in 
charge of these arrangements, George 
Miller, who is at present in Europe. 
It is also reported that instead of 
permitting manufacturers outside of 
the association to exhibit at the Com- 
modore and participate in the style 


promenade, the decision now is to con- 


fine the affair entirely so that it will 
be a 100 per cent Brooklyn Board of 
Trade event. 


Peabody Joins Ohio Co. 


PeaBopy—Lester F. Peabody has re- 
signed from the staff of the Griess 
Pfleger Tanning Co., and has joined 
the Ohio Leather Co. of Girard, Ohio, 
makers of fine calf leather. He hn 

r. 
Peabody is an expert on fine, light calf 
leather. 


Move New York Office 


New York—The New York office of 


| the Heywood Boot & Shoe Company 
of the water tower. The basement and | of Worcester, Mass., has been removed | 
for | from 127 Duane Street, to new and 
larger quarters in room 609 in the 
Farmers Loan and Trust Company 
Building, 475 Fifth Avenue, corner of 
Forty-first Street. 





Frank EK. Church 
Acquires Control 


of Goodyear Rubber 


| Made President of Both Good- 
year and _ Lambertville; 
Long in Footwear Trade 








NEW YorRK — 
Frank E. Church, 
has acquired the 
controlling inter- 
est in the Good- 
year Rubber Co. 


of Middletown, 
Conn., manufac- 
turers of “Gold 


Seal” rubber foot- 
wear, and its af- 
filiated company, 








the Lambertville 
Rubber Co. of 
Lambertville, N. 


Frank E. Church 


J... manufactur- 
ers of “Snag Proof” footwear, and has 
been elected president of these two 
companies. The Goodyear Rubber Co. 
has distributing branches in New York, 
Boston, Philadelphia, Chicago, St. 
Louis and St. Paul. Organized in 1872, 
these companies have been making 
high quality rubber footwear for over 

fifty years, their brands being well 
| known to the trade. 
| Mr. Church was first identified with 
| the footwear business as vice-president 
| and manager of the Northern Shoe Co. 
of Duluth, Minn. In March, 1919, he 
became manager of the St. Paul branch 
of the United States Rubber Co. and 
two years later, succeeded to the presi- 
dency of the Beacon Falls Rubber Shoe 


Co. at Beacon Falls, Conn. His next 
| advancement was to the position of 
| manager of footwear sales of the 


United States Rubber Co. with head- 
quarters at 1790 Broadway, New York, 
from which he has just resigned to di- 
rect the operations of his own com- 
panies. 

The New York address of the Good- 
year Rubber Co. is 134 Duane Street. 


R. F. Schmittgens with 
Pedigo-Weber Shoe Co. 


St. Louvis—R. A. Kasting has re- 
signed his connection as treasurer, in 
charge of credits, with Pedigo-Weber 
| Shoe Co., and has moved to Los An- 
geles, Cal. R. F. Schmittgens, for 
| several years with Boyd-Welsh Shoe 
| Co. in charge of credits and finances, 
has been elected treasurer and a direc- 
| tor to succeed Mr. Kasting. 
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Don’t Carry 
On Your Back 


A Mountain 


OLD SPANISH PROVERB 





W anda 


bs Pump for Infants, Childs and Misses 
Pat. Lea. One Strap with Blk. Midget 
applique 
58 Wanda Sizes 4 —8 $2.25 
60 Wanda Sizes 8%—11 2.7 
62 Wanda Sizes 11%— 2 3.6 
C and D widths 





kaik 


Welt Pump for the Growing Miss 
Pat. Lea. One Strap with Black Pyramid 
applique 
3981 Leah Sizes 8%4—11 $3.15 
3982 Leah Sizes 11'4— 2 3.50 
3983 Leah Sizes 24%4— 7 4.15 


B, C and D widths 





Our Stock Service Catalog Yours 
for the Asking 





orvie 
- te *k 
P die Sto 


Now is the time to size up your 
stock. 


You may depend upon our tre- 
mendous In-Stock department for 
Immediate service. 


Whether it is a slipper—oxford— 
or shoe; whether it is for the baby 
of six months—or the big girl and 
boy of sixteen, we have it in stock 
in a most unusual range of styles. 


The illustrations show here but 
two of over two hundred numbers 
carried in stock. 


Send for our new catalog. It con- 
tains in illustration and descrip- 
tion all of these stvles. 


gf POSNER’ 


SHOES 


itl van Tne 


142 W. BROADWAY 
NEW YORK CITY 
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Geo. P. Carruth Is Made 
Manager of Atlas Shoe Co. 


George P. Car- 
ruth, who has been 
associated with 
Rice & Hutchins, 
through their Bos- 
ton distributing 
branch, the Atlas 
Shoe Co., 612-624 
Atlantic Avenue, 
Boston, for twenty- 
three years and 
three months, has 
been appointed 
manager of that 
house. Mr. Carruth 
has a host of 
friends through central and western 
Massachusetts where he has been very 
successful in selling Rice & Hutchins 
merchandise. His successor to this 
territory has not yet been selected, but 
Mr. Carruth will keep in personal 
touch with his old friends in his new 
capacity as manager. 





George P. Carruth 





McKays Show Biggest 
Increase in Haverhill 


HAVERHILL—The Easter rush is on 
in local factories and the majority of 
the plants now are at full tilt, hasten- 
ing the spring footwear for Easter 
trading. The McKay branch of the 
industry is showing the greater im- 
petus, the turn lines, although active, 
not showing the same volume. 

Parchment and stone are holding 


paramount in kid production, with 
colored patent and gun metal trim 
prominent. Blacks are showing up in 


increasing velume as the season ad- 
vances and will constitute a large port | 
of the after-Easter deliveries. Bright | 
colors in kid are notable in the turn | 
factories. Kid shoes, with collars, in- | 


lays, and heels of contrasting leathers | 


are featuring many of the lines. 
Straps, primarily the narrow one-straps 
and ties, mainly D’Orsays, are the 
favorite patterns, with plain pumps 
always in limited call. Whites are not 
moving in volume to date, but en- 
couraging signs for late season busi- 
ness in whites are acknowledged. 

The Massachusetts Associated Indus- 
tries, in its industrial survey just com- 
pleted, credits Haverhill with substan- 
tial business growth during the year 
1926. The report indicates that Haver- 
hill added 204,000 sq. ft. to its manu- 
facturing space; added to its buildings 
and machinery to the amount of 
$293,700; and employed 1700 additional 
workers, a gain over 1925 greater than 
any other city in the State. 





M. T. Shaw May Move 


APPLETON, WIs. (UTPS)—The M. T. 
Shaw, Inc., Racine, Wis., shoe manu- 
facturers are seeking a new location 
and this city has been seriously con- 
sidered as a “possible site. Ripon, Wis., 


is another city that is seeking to have 
the Shaw company locate its factory 
there and according to M. T. Shaw, 
several applications have also been re- 
ceived from cities outside Wisconsin, 
poeding Texas and Ohio municipali- 
ies, 





Blacks the Surprise of 
Present Spring Season 


MILWAUKEE—Black patents in ladies’ 
footwear and blacks in the men’s shoes 
continue to run strong according to 
the Milwaukee shoe manufacturers, 
who state that it is a surprising fea- 
ture of the industry this season. All 
look for the lighter colors to increase 
in volume, however, within the next 
few weeks when more _ favorable 
weather comes which will be an induce- 
ment to the public to purchase the 
light shades. Production is holding up 
well in the Milwaukee factories and 


from the trade. 

E. C. Huth of the Huth and James 
Shoe Manufacturing Co. says parch- 
ments and patents are the leaders and 
there is a good demand for rosebuds. 
The pump styles are stronger than 
other styles, including the straps. 

Parchments and patents are running 
about equal at the Rich Shoe Co., ac- 
cording to Fred W. Callies, treasurer, 
with the orders calling for straps and 
pumps. Much of the footwear is being 
| trimmed, and the solid colors are very 
good. 

Business at the Simplex Shoe Manu- 
facturing Co. is very good and running 
ahead of last year, H. P. Plass, sales 
manager for the company, said. This 
firm manufactures children’s footwear. 
Light shades are most in demand from 
the trade, but there is a good call for 
patents. Fancy shoes with trimmings 
are in good demand. 

Retail orders from 


the Weyenberg Shoe Manufacturing 
Co., said Robert J. Dempsey, sales man- 
ager, but the mail order business has 
been exceptionally strong this season. 


|New Head of McKay Sales 
for United States Shoe 


Cc 








INCINNATI, 


Heckel, widely 
known in trade 
circles through his 


with the Menihan 
Company, and 
who recently be- 
came associated 
with the Imperial 
Shoe Company, 
the Louisville, 
Ky., 
United States 
Shoe Company of 
Cincinnati, has just been elevated to 








Cc. E. Heckel 


former connection | 


unit of the | 


| the post of sales manager of all Mc- | 


| Kay units of the United States Shoe 
Company, which include the Holters 
Co., Cincinnati, and the Imperial Shoe 
Co., Louisville. Frank R. Cahill, with 
whom Mr. 
the Menihan Company for years, is 
general manager of the McKay units 
of the U. S. concern. Mr. Heckel 


rising rapidly to production manager, 
and then to the sales and styles de- 
partments, being in charge of styles for 
several years prior to his departure 
from the Menihan organization. He 
will be located at the main offices of 


Cincinnati. 








started as a clerk in the Menihan office, | 


the United States Shoe Company in | 
| under way. 


Heckel was associated at | 


representatives | 
on the territories have slackened up at | 
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fair to good orders are being received | 
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Eminent Designer Joins 
United States Shoe Co. 


CINCINNATI— 
John J. Bader, 
a native of 
Schoeneniewerb, 
Switzerland, has 
become a mem- 
ber of the de- 
signing staff of 
the United 
StatesShoe 
Company. Since 








coming to this 
country, Mr. 
Bader has had 
extensive ex- 
perience in designing and model making 
in such organizations as I. Miller, 
Garside and Weil. In his home coun- 
try, he served a complete apprentice- 
ship in all branches of shoemaking in 
the Bally Company, one of whose fac- 
tories is located in his native city. 
Following this apprenticeship, he was 





John J. Bader 


transferred to the Bally factory at 
Lyons, France. He is rated as one of 
the outstanding designers and model 


men in this field. 


Good Gains Reported by 
General Line Companies 


St. Louis—Considerable activity has 
been noted in the wholesale district 
along Washington Avenue during the 
past week. The general line houses 
have had a decided increase in orders 
during the past six days with the 
largest reporting a twenty-five per 
cent gain over the same week of a year 
ago. 

This applies pretty 


upward trend 


| much all along the line and is attrib- 
| uted to the new samples which have 


OuH10—Charles E. | 


| rill branch of the Wausau Shoe 





recently been sent to the men and to 
the new catalogues just issued. 

The first two weeks of March were 
decidedly off but it now appears the 
last two weeks will make the totals at 
least equal to those of last year. A 
high official in one of the houses said 
they expected to show a nice increase 
in March. 

Another house 
largest weeks in 


reported one of the 
a long while. The 
increases being made at present are 
expected to continue through the sea- 
son, with April showing a good gain 
over last year’s figures. Black is re- 
ceiving almost all of the attention of 
the merchandising managers of the 
houses. One style man reported he 
was placing some plain black shoes in 
the factories for after Easter delivery. 


New Wausau Plant Opens 


Wis. (UTPS)—The Mer- 
Manu- 
is now operating all of 
the finishing, treeing 
and packing departments having re- 
cently been put in operation. The total 
number of employees at the branch 


MERRILL, 


facturing Co. 
its departments, 


| plant including executives is sixty-nine. 


The daily production averages 200 prirs 
and will gradually be increased to 700 
or 800 pairs as the departments get 
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Ft Next Fall and Winter~ 
Gaytees 





REG. U.S. PAT. OFF. 








Gaytees are a 
complete line of 
low galoshes — 
either Snap-Tite 
or Automatic 
fastener styles— 
in a wide range 
of fabric designs. 


ig a ae 











As the New York Herald Tribune Sees It 


From an editorial in New York Herald Tribune, Jan. 27, 1927. 


“We are living in a galoshic renascence; the glori- 
fied galosh is one of the outstanding features of 
our latest civilization. . . . It is worn to the 
opera. . . . It has become the pet of youthful 
fashion and to some extent the mold of form, 














since it can accomplish by means of its varying 
height and cuff a wonderful diminuendo or cres- 


. e , 
cendo in the outlines of the wearer.” 


Watch for the salesman with 


Gaytees 


Reg. U. S. Pat. Off. 











Made only by 


United States Rubber Company 
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You Can 
Sell More 
Pairs On 


Rainy Days 


By Showing Spring 


Shoes with Light Weight, 


Colored Rubbers to 
Fit and Match 


PRIL showers bring May 
A flowers! And for spring, 
1927, light-weight rubbers, 
too, in colorful array! To em- 
phasize this truism to the public, 
good shoe merchandisers are dis- 
playing their new stock of rub- 
ber slip-ons, or sandals, in the 
newest shades, as well as_ black, 
alongside the newest shades in the 
newest effects of leather and fabric 
shoes. “Let the ladies see for them- 
selves how fashionably they may be 
shod, whether the skies smile or 
frown,” said a New York retail shoe 
merchant recently. “We are show- 
ing our spring leather and rubber 
shoes together.” The rubber man 
has undoubtedly gleefully noted that 
Miss Springtime of 1927 made her 
official début on March 21 to the ac- 
companiment of rain, colored slick- 
ers, colored umbrellas, ayd colored 
rubbers. This fickle fair one cer- 
tainly declared very emphatically for 
“The Wets.” Maybe she will change 
her opinion later on, but whether 
she remains “All for the Wets” or 
“All for the Drys,” there is no need 
for the retail shoe merchant to 
worry as far as quick turnovers are 
concerned. 


OR this spring and summer, the 
good footwear merchandiser can 
tell all of the women folks in his 
community that they may buy pas- 
tel shades in leather and fabric shoes 
to their heart’s content, to wear on 
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Here is an idea for a window shoe style show, featuring light-weight rubbers 
in latest shades to match the new spring shoes 


muddy days and “sloshy” days, if 
they will but provide themselves 
with a pair of the required three- 
ounce protection in light-weight rub- 
bers, in colors or in black, which 
when not in use may be slipped into 
an attractively colored rubber case 
and then into the handbag or into 
the pocket and along it goes on the 
shopping tour, or to the theater, or 
to business, or stays at home, all 
ready for the next pitter-patter of 
the rain drops. 


ERE is an opportunity for 

the scientific retail shoe sales- 
man whose buyer has installed a 
stock of this practical novelty to sell 
several pairs of these colored san- 
dais, as well as black, for use with 
all the different colors in the woman 
customer’s footwear wardrobe. 
Whether she wears sauterne, or 
gray, or tan, or black leather shoes, 
the lady can buy rubber shoes to 
match or harmonize. 


NOTHER rubber shoe selling 
point to pass on to your trade 

is that rubber shoes are made spe- 
cifically for rainy days, to protect 
one’s health, as well as to protect 
the leather or fabric shoe. That it 
was always advisable to wear rub- 
bers on rainy days, on the ground 
that “An ounce of prevention is 
worth a pound of cure,” but that this 
year, with the new styles in rubbers 
the best dressed women of the big 
cities are wearing them. 





TILL another way of conveying 

to the feminine mind the story 
of the new colors, the light-weight 
qualities, the daintiness, and the de- 
sirability of these light-weight rub- 
bers, is by a living model show, 
either in the window, or inside, if 
the window space will not permit, 
displaying the legs and feet of the 
models only. Local girls with trim 
ankles, especially those of social 
prestige in the community, as a rule, 
willingly cooperate with the mer- 
chant in these style shows, and the 
event usually draws a big crowd. If 
the show is held inside the store, one 
or two hours a week—from 4 to 5, or 
perhaps from 12 to 2—with piano 
or orchestral music, a newspaper 
invitation ad to call and inspect the 
latest in spring and summer foot- 
wear and rubber footwear protec- 
tion, would bring a large number of 
prospective buyers and give the re- 
quired prominence to the new light- 
weight colored rubbers. 


UT whether you launch a win- 

dow style show featuring col- 
ored light-weight rubbers, or a store 
event of similar character, do not 
be afraid to display colored rubbers 
and colored shoes together—both 
over the shoes and beside the shoes. 
The attractive cases in which they 
come and their light-weight quali- 
ties are also excellent selling talking 
points. 
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TWO NEW PATTERNS 


IN STOCK 
FOR EASTER SELLING 


Light, Genuine Goodyear Welts 
At Popular Prices 










The PAL 


es ee 


G449—“BROWNBILT” G448—"“BROWNBILT”’ 
Girls’ pastel parchment, Pal sandal, parchment Girls’ patent Pal sandal, parchment mesh 
mesh trimmed, 10/8 rubber heel, wile, Zip last. trimmed, 10/8 rubber heel, welt, Zip last. 
A 34-8, B 3-8,C2%-8...... $2.85 A 3¥,-8, B 3-8,C 244-8........ $2.85 


ROWNBILT 
LACK 
OTTOM 


G470—“BROWNBILT” G471—“BROWNBILT”’ 
Girls’ patent Black Bottom buckle pump, red Girls’ pastel parchment side Black Bottom 
parchment check trimmed, 8/8 rubber heel, buckle pump, brown and parchment check 
welt, Doggy last. A 312-8, B 3-8, C 242-8. $3.00 trimmed, 8/8 rubber heel, welt, Doggy last. 
A 314-8, B 3-8,C2%4-8.......... "$3.00 


Www, Ganoe Goungasay 


MANUFACTURERS ST. LOUIS 




















—_ | 
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This is Eliane Chabot running a piece of tape along 
the tops of HEywoop oxfords—one of the operations 
on Heywoop SuHoes that assures close fitting. non- 
stretching uppers. 





HeEywoop Boor & SHOE Co. 


MANUFACTURERS OF MENS FINE SHOES waw Your - 475 Pern Avs. 
WORCESTER, MAass.VS.A. AT FORTY-FirsT ST. 











HEYWOOD 


A A RSA AST IN GC) MNT RRR TERS AE emma 
COOMA DPA A AD aD ae VU Paap ANA Daa ARRAN AAR AAR ARR, oo 
PYVVV UY VV VV V1 AA HAY Ut i A A V9 
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There Lies the STRENGTH 


of the Shoe 
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The Crawford Arch Supporting 
Shank is a durable sliding steel 
shank, The top bar is notched at 
the forepart so that it may be at- 
tached to the insole. This bar is 
made of high carbon steel, well 
tempered and hardened. The 
lower bar is fitted with an elon- 
gated slot at the heel which allows 
a free sliding movement. A lock- 
ing device at the forepart prevents 


the shank from cutting through , | he SHANK of the shoe 1S its vital part. 


the outer sole. 
The life and appearance of every shoe de- 
@ pends considerably on its shank construction. 








In order to withstand the weight, friction and severe 
SPLIT RIVET P ° “1: 
LOCKING SHANK strain that takes place at this spot, a durable, resilient 
arch supporting shank is necessary. 


The Crawford Arch Supporting Shank embodies the 
combination of rigidity and flexibility. This shank 
stays with the foot in every position. When the weight 
is on the foot the rigid bar pives the necessary firm- 
ness. As the weight relaxes the flexible band springs 
with, and hugs the relaxed arch. 





United Shoe Machinery Corporation 


Boston, Massachusetts 


by a rr ~ ~~ 
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Win with SAMS this Spean 


The “SANDAL” 
EASTER’S BEST BET 


Reds — Blues 
Black and Whites 


ge Freeh 305—Patent Short Vamp Open 
aaa high grade turn, kid Shank Sandal, white kid un 
lined. 14/8 Cuban heel oe derlay around throat and 
vamp ’ $4.0 straps. High grade turn. Kid 
- lined. 20/8 Spike heel.....84.7% 
1087—Same with 19/8 Spike 
1 


1088—Same as 1086 in Amber 
Alligator 


1089—Same as 1086 in Brown A selection of four “hot” 
4.60 


sadd 


1090-same as 1080 with 19/ numbers that will make sales 
Spike hee 
hum for Easter. 





NOW IN STOCK 





Write or Wire Your Order 


1002—Blue Kid Open Shank 
Sandal. High grade turn, kid 
lined, 14/8 Cuban heel, short 1082—Patent Open Shank 
$4.60 Sandal, white patent trimmed. 
High grade turn, kid lined, 
1091—Same in Red K 0 19/8 Spike heel, short vamp.$4.60 


1 a. i =. Patent with ‘ A to c Widths 


1081—Same as 1080 in Satin. 4.50 


1083—Same in patent with 
black and white ‘‘Japelle’’ 











J. SAKS SHOE CORP. 


144 Duane Street, New York 
“IF IT’S NEW, SAKS HAS IT” 








mnt erect 


Sheth pita a se oe eben, hates Pet ass 
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WHERE TO BUY 
Men’s Shoes 








E 
M. A. PACKARD CO., Makers 
BROCKTON 








NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
g. W. COOK, Presidens 
Syracuse, N. Y., U. 8. A. 

MER’S FINE SHOES EXCLUSIVELY 












Stacy Adams Co. 
Manufacturers ef 
MEN’S FINE 
































RADE ONLY” 


EAST WEYMOUTH. MASS. VU. 








HENRY LILLY CO. 


110 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 


HiNELLAATOULNANULA ALAA ELAS HAALAL {ull HTT Tes 
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York. 


into two parts. 








TVNUNUALIVEALUSGAAAUAAAVADALULYAASANSEASUEUOAELELUHALLA { 


Ideal Mfg. Co. Now Known 
as Manolis Mfg. Company 


CuHIcAGoO—The name of the Ideal 
Manufacturing Company, makers of 
spats and shoe ornaments of various 
kinds, has been changed to the Manolis 
Manufacturing Company, thus incor- 
porating in the title, the name of its 
directing head, George Manolis. The 
change was made because of the con- 
fusion apt to be caused by the number 
of other companies making use of the 
worlds “Ideal Manufacturing.” Mr. 
Manolis has been in business in Chi- 
cago for the last eight years, designing 
and manufacturing a wide variety of 
shoe ornaments of leather, ribbon and 
metal, also white metal rhinestone 
buckles. The Manolis plant is at 4248 
North Crawford Avenue. 








Air Mail Shoe Co. Formed 


CINCINNATI (UTPS) — Papers have 
been filed with the secretary of State 
chartering the Air Mail Shoe Co., with 
general offices in the Duttenhofer 
Building, with a capital of 500 shares 
of stock, no par value designated to 
manufacture and sell boots, shoes and 
shoe accessories. The incorporators 
are M. Klausing, Herbert E. Ritchie, 
M. J. Hammett, John C. Hermann and 
James E. Robinson. 


Blending Colors Smart 


NEw YorK—The blending of two or 
three colors in their footwear is an 
outstanding feature among smartly 
dressed women in Paris and other Eu- 
ropean fashion centers, says Louis J. 
Coblentz, head of the New York branch 
of Leon Weil, Inc., who has just re- 
turned from a trip abroad. One com- 
bination he cites is a patent shoe 
trimmed with gray kid and stitched 
and piped with blue. Compose shades 


of the same basic color also are pointed 
out as being in high vogue in Europe. 
On the Riviera, he says, white shoes 
are extremely popular, often stitched 
or piped with light trimmings in pastel 











Dinner and Fashion Show Omitted ; 
from Style Conference 


The dinner and night fashion show which has preceded the 
shoe style conferences for the last two times will be omitted this 
year, according to decision arrived at by officials of the trade 
associations involved, in the interest of concentrating effort upon 
the development of a style program. The conference, therefore, 
will be held on the morning of April 27, at the Hotel Astor, New 


It is felt that by eliminating the night session before the real = 
conference more concentrated effort will be gained. While the ~ 
style show, dinner and talks at the night session served ina way - 
to pave the way for the morning conference, the officials now feel 
that there was a dissipation of effort in dividing the conference 
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New Type of Ornament 

NEw YoRK—A new type of “Eagle 
Grip” ornament is now being offered 
by the Ambegor Corporation. It con- 
sists of a small ornament to take the 
place of the knot in a bow and is so 
designed as to eliminate entirely the 
necessity of tieing laces and yet to pre- 
serve a perfect bow effect by simply 
folding the laces under the cover with- 
out tieing. 

Two distinct means of attaching 
have been devised—one for permanent 
attaching to the shoe tongue and which 
prevents the shoe tongue from slip- 
ping to one side; another with a snap 
arrangement for attaching to the laces. 
The buckle may be had in antique gold 
or silver finish and in colors to match 
the shoe. 














shades. 


Vanity *“‘Puts Over” 
Black Bottom Bow 


BROOKLYN, N. Y.—The Vanity Nov- 
elty Works, manufacturers of leather 
ornaments and bows, recently intro- 
duced an innovation known as the 
“Black Bottom Bow.” This is a “huge” 
sized affair, but it fits well on opera 
pumps, gore pumps and shoes of that 
type. It is predicted that the flapper 
element will take very strongly to this 
new fad. Many merchants in all parts 
of the country are featuring this bow. 





Lumber for Heels 


LYNN—For shoes, much lumber is 
used, for the Boston Wood Heel Co. 
consumes 2% cars of maple wood a 
week for making wood heels. It has 
just bought the factories of the Auburn 
Last Co. at Framingham, and will op- 
erate them for making wood heels. In 
this plant are kilns for drying of 48 
carloads of lumber. 


Perley E. Barbour Back 


BROCKTON— Perley E. Barbour, 
president and manager of the Barbour 
Welting Co., has returned after a 
three-weeks’ cruise through the West 
Indies and Panama. He was ac- 
companied by. Mrs. Barbour and Mr. 
soe Mrs. Edward Graham of Bangor, 

e. 
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Some Speed 


The Fastest Shoe Transaction on Record 














46 EWS of shoes” 

N can be made of 
great public interest, 
but it takes initiative, 
ingenuity and close co- 
ordination to get news 
into merchandise so 
that it adds to the 
profit and prestige of 
the store. 

Here is a ten-day ac- 
complishment by J. D. 











Manning, merchandise 
manager, and E. Roy 
Smith, buyer for the 
women’s shoe depart- 
ment of Jordan Marsh 
Co., Boston. They 
cabled a manufacturer 
in Paris for a shipment 





of shoes, “sight un- | 
seen, pattern unknown, 
material and color a 
surprise.” 

The trunks of shoes 
were put on an air- 
plane in Paris to catch 
the Olympic and were 
rushed up the gang- 
plank just as the ship 
was sailing. They 
were carried as personal baggage by 
a store representative to New York, 
were taken out of bond and brought 
to Boston, all within a week’s period. 

Any merchant who has had experi- 
ence with shoe deliveries from 











—In Paris a Week Ago 


Jordan Marsh Company 


—In Our Women's Shoe Salon Today 
Pinet Shoes for Women of Fashion 


Style Alertness 








abroad can realize the obstacles to 
such speedy transaction. Ten days 
from the factory to the customer’s 
foot now stands as the worldwide 
record for inter-continental shoe de- 
livery. 











$75,000 Shoe Shipment 


ROCHESTER, N. Y. (UTPS)—What is 
believed to have been the largest in- 
dividual shipment of shoes ever sent 
out of Rochester was made recently by 
E. P. Reed Company, manufacturer of 
high class women’s shoes. Nine thou- 
sand five hundred pairs of matrix shoes, 
valued at $75,000 comprised the ship- 
ment. They were consigned to the C. 
H. Baker Stores, San Francisco. 


Open N. Y. Sales Office 


New YorkK—Garofalo Bros. Shoe 
Co., Ine., have now opened a sales 
office in the Marbridge Building, 47 
West Thirty-fourth Street. William 
G. Braster, who is a well known shoe 
man is connected with the concern, and 
represents it in New York and the 
southern territory. 


Jaffarian Leaves Haverhill 


GEORGETOWN—Jaffarian Bros., 
formerly of Haverhill, makers of 
women’s McKay novelties, have leased 
the factory of the Georgetown Stand- 
ard Shoe Co. and will start manufac- 
turing here soon after April 1. 














Shipments at the Peak 
in Brockton Shoe Plants 


BrocktoN—More seasonable spring 
weather has had the effect of giving a 
spurt to production during the past 
week when shipments hit the highest 
figure this year. Several factories op- 
erated on full time the past week for 
the first time since the Christmas holi- 
days. Particularly impressive was thé 
gain reported in so-called job shops, 
but factories making better grades 
picked up considerably, too. 

Outstanding features of production 
noted during the week were the grow- 
ing call for men’s blacks and the ten- 
dency to higher heels for women, par- 
ticularly spikes, in the wanted evening 
shades. Darker tans, blacks and pat- 
ents, also seem to be having a flurry. 
Easter orders for rainbow women’s 
stuff were received in good volume. 





Bird Remodeling Front 


DETROIT — “Behind the Barracides” 
S. L. Bird & Sons are doing business 
as usual. False windows have been 
built in front of the reeular store front 
while it is being remodeled. 





WHERE TO BUY 
Men’s Shoes 


=m ll al 












HAND LASTED 


Bion F-REYNOLDs Coxe, 
BROCKTON MASS. 








STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Got te Be Stetson 
te Be Snappy” 


THE STETSON SHOE CO., Ine, 
South Weymouth, Mass. 
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WHERE TO BUY 
Children’s Shoes 
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“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 
Boston Office, 183 Essex Street 

















i i 


WHERE TO BUY 
Standard Shoe Materials 

















Colored 
Chrome 
2 





Vest Virginia 


Fibre Board 


Made under the supervision of 
chemical and fibre experts. 
Pulp Product Department 
West Virginia Pulp & Paper Company 
Detroit New York Chicago 











The One 
Waterproof 
Leather That 
Takes and Re- 
s tains a Polish 


CREESE & COOK CO. 
Tanneries at Danvereport, 95 South St., Boston. Mass. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 











Novelty Slipper Co. 
Makers of 


Beudoir Slippers of the 
Better Kind 


121-181 West 19th Street 
New York City 


Foe, 


The Quality 
Pullman Slipper 
RED BLACK TAN 


Swan Shoe Co., Baltimore, Md. 














Brass Bros. & Feinroth, Inc. 
62-56 Garden St., Brooklyn, N. Y. 


Nevelty Mules—D’Orsays for the 
- Exclusive Trade 





Ask Me 
Another 
By A. W. DONOVAN 


E. T. Wright & Co., Inc. 
Rockland, Mass. 





How is a welt shoe identified? 

The only sure method of establishing the identity of a welt shoe 
is to look inside. The insole is perfectly smooth, the outside sole 
is joined to the welt, and the welt is joined to the insole with the 
shoe upper and lining by means of a needle that does not go inside 
the shoe. 

How old is welt construction? 

No one knows when the first welt shoe was made, or who invented 
it. It is certain, however, that some of the masters of European 
guilds in the 16th century understood its construction and value 
as a method of shoemaking. 


Where do we get the name Goodyear welt? 


The word welt indicates the narrow strip of leather extending 
from the breast of the heel around the shoe to a like point on the 
opposite side, while the name Goodyear is that of the man who 








at 














PARISTYLE FOOTWEAR MFG. CO., INC 


41-45 Washington Ave., feast, N. Y. 
few York Office, Room 1116, 1328 B'way 


HIGH GRADE TURN MULES and D’ORSAYS 
latins, Kids, Brocades and Fancy Patterns. 


~~ 


Men’s All Leather House Slippers 


IN STOCK 
Remeos 














Sené fer Bemples 
ROTH & ROSENBERG SHOE CO. 
124 N. 3rd St., Philadelphia 














“Of the Better Grade 
For 


the Better Trade4 








tum; rubber heel; 
rights and lefts: 8 te 8. 
WM. SUMNER SMITH 


825 Monree Street Chieage, i.’ 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 


lighter clothing and the straw 


wear. 





organized the remarkable system of machinery which is now used 
in the production of welt shoes generally. 
What is observed on May 15th? 

Summerweight Shoe Day is the time set for the appearance of 
hat. A change of pattern, style, 
color and weight in shoes for men is nationally made—May 15th— 
so do your part in this national style festival. 


What are summerweights? 

The summerweight, in brief, is a shoe of lighter appearance, of 
somewhat lighter sole through a process of tapering or bevelling 
the top side of the sole toward the welt edge, and lighter and less 
filling, with exceptional attention to manufacture throughout. It 
is made with as much “per diem’’ wear as the heavier shoe and 
has the added advantages of lighter weight uppers for warm weather 














Sees Continuance 
on Reptile Vogue 


New York — Genuine reptile skins 
are being used in Paris not only for 
shoes but on costumes and millinery as 
well, according to Jefferson Bender, 
head of the Jefferson Import Co., here, 
who has just returned from abroad, 
with a contract which calls for the 
sole American distribution through his 
firm of the product of one of the larg- 
est and best producers of genuine galu- 
chat in Europe. Galuchat, says Mr. 
Bender, will be a very important shoe 
material in the fall. He also is im- 
porting a large number of genuine 
watersnake skins for early use. 

On the French Riviera, he says, 
white costumes with white shoes are 
being widely worn. The woven shoes 
are still in vogue and gray is having 
a good run in Paris. The predominat- 
ing shades for after Easter selling in 
footwear, he says, will be the beiges. 





Bronson Co. Moves 


MINNEAPOLIS (UTPS)—Bronson 
Shoe Co., composed of Glen Bronson 
and Charles Bronson, has been moved 
to 711 West Lake Street, Minneapolis. 
This is at a community outside busi- 
ness center, three miles from the court 
house but on the main artery of travel 
between the residence districts of the 
Twin Cities. It is the ground floor of 














the Calhoun Commercial club building. 





Clothier Adds Shoes 


Mason City, Iowa (UTPS)—The 
belief that it would add $10,000 to its 
volume of business for the year has 
prompted the men’s clothing firm of 
Abel & Son, Inc., here to install a shoe 
department in the rear of the store. 

“It will also bring us in closer con- 
tact with our customers,” said Wilson 
Abel, manager of the store. “With 
the shoes we will be able to equip a 
man from head to foot as we have 
been handling everything else that he 
wears. 

Mr. Abel has a compartment of 
about 16 feet of the depth of the 
store set aside for his shoe department. 
At present he uses only one side of 
this for shoe shelving, but as the busi- 
ness picks up he will also install 
shelves on the other side, which at 
present is used as a suit rack. The 
store is 22 feet wide. 





Ritter Opens New Shop 


LA Crosse, Wis. (UTPS)—A new 
store, the Fashion Boot Shop, has 
been started here by John Ritter, 
former partner in the Regal Shoe 
Store of this city. During the past 
year the Zeimentz Shoe Co. took over 
the Regal store, but Mr. Ritter pur- 
chased it and is doing business alone. 

The store was opened unofficially on 
March 5. At the official opening on 
March 12, Mr. Ritter presented each 
woman customer with a carnation. 





ch 
on 


all 


by 1 
ers, 
pres 


Was 


tern 
Broc 
Shoe 
the 
men’ 
tor « 
at 1 
can | 








The 
. its 
has 


shoe 


2on- 
ison 
Jith 
pa 
ave 
he 


the 
ont. 

of 
usi- 
tall 


The 








April 2, 1927 





BOOT AND SHOE RECORDER 





93 








Durability—Fit—Style 


[CONTINUED FROM PAGE 53] 


children’s shoes come along about 
one year behind those in the men’s 
and women’s lines. For instance, if 
_alligator, or black patent with 
simulated reptile trim, runs strongly 
one year. in women’s shoes, the next 
year—perhaps even the next season 
—will see these leathers and leather 
combinations in shoes for the young 
people; and so today the one-year-old 
may strut about in a very light 
weight Goodyear welt oxford, “just 
like Dad’s.” The psychology of this 
trend—“Just like Mother’s, or Dad's” 
—is due to the powers of observation 
which are cultivated in the child 
from kindergarten age. The little 
one no longer learns the A, B, C’s 
of the alphabet, but he sees a sen- 
tence written on the board: “This is 
a dog,” with a picture of a dog; and 





so he is trained to look at objects, 
and he learns his words in groups 
rather than letter by letter as in the 
past. And parents humor their 
children in their foot fashion ideas, 
and if Johnnie says: “Aw, all the 
rest of the fellers is wearing one of 
them light tans with all of the punch- 
ings and brass eyelets,” Johnnie 
comes pretty near getting just what 
he wants. 

A point to remember in growing 
girls is that “the young woman” of 
1927 likes the 10/8 heel better than 
the regulation 8/8 heel, and I believe 
that it is a good plan to separate the 
children’s department, putting every- 
thing up to size 2 in the section for 
the younger children, and all shoes 
above size 2 in a “Young Women’s 
Shoe Department.” 








Open Second Store 


MILWAUKEE — A. B. Packard and 
David Rellin who operate a shoe store 
at 306 Wisconsin avenue here, have 
opened a second store at 521 Wisconsin 
avenue, devoted exclusively to ladies’ 
footwear. The firm is featuring foot- 
wear selling at $6.50. A complete line 
of novelty shoes is also being carried 
in stock. 





Schultz Now in Birmingham 


BIRMINGHAM, ALA.—Charles Schutz, 
formerly with the Guarantee Shoe Co., 
and the White House in El Paso, Tex., 
is now associated with the Harry N. 
Wheeler Cantilever store as style de- 
signer and merchandise man. 


Racine Store Quits 


RACINE—Notice of dissolution has 
been filed at the register of deeds here 
by the Tietz-Lui-Esch Co., shoe retail- 
ers, of which Leonard L. Tietz was 
president and Josephine Esch, secre- 
tary. The company was located on 
Washington Avenue at the Junction. 


Fire at Brodie Store 


BALTIMORE (UTPS)—Fire of unde- 
termined origin completely destroyed 
Brodie’s store, 1120-24 Light Street. 
Shoes for men and boys were carried in 
the store together with other lines of 
men’s wear. Joseph Brodie, proprie- 
tor of the store, is temporarily located 
at 1118 Light Street until the building 
can be rebuilt. 








Detroit Trade Improves 


Derroitr—-There has been a notice- 
able improvement in retail business in 
Detroit during the past two weeks. 
For one thing, there has been milder 
weather than usual and that has stim- 
ulated the sale of spring footwear. Not- 
withstanding many adverse reports of 
February business there are some 
stores that have been able to pass last 
year’s record, and the R. H. Fyfe & Co. 
store beat all February records. A. O. 
Day, the general manager, attributes 
this to some extent to the favorable 
weather, but it is no doubt due to the 
annual anniversary sale held by this 
firm in February. This anniversary 
sale follows the regular semi-annual 
clearance sale held in January, but the 
merchandise offered is new and season- 
able at attractive prices. 





Open “The Style Shop” 


MINNEAPOLIS (UTPS)—The Family 
Shoe Store, Inc., Nicollet and Wash- 
ington Avenues, announces opening of 
a new department “The Style Shop,” 
an attractive modern shoe section pre- 
senting the newest style in spring 
footwear, priced at $4.95, $5.95, $6.50, 
$7.50, $7.95. This store remains open 
Saturday evenings until 9 o’clock. M. 
O. McLean is president of the company. 


Bates in New Haven 


NEw HAVEN, CoNN.—A. J. Bates Co. 
will open a retail shoe store here about 
April 5 in conjunction with the new 
retail clothing store of C. E. Longley 
Co., on Church Street, using a large 
“island” in the rear of the Longley 
Co.’s main floor. Harry W. Charter, 
for many years manager of the shoe 
department of Lambert’s, will manage 
the Bates store. 
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WHERE TO BUY 


Women’s Novelties 
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Easter Styles! 


Why not compare our 
prices and styles with 
others? Samples sent and 
returnable at our ex- 
pense ! 


Samuel Cohen Shee Ce. 
72-82 Lincoln St. 
Bosten, Mass. 








Latest Styles at 
Popular Prices 
ays in Stock. ~ 
ST.~NEW YORK CITY 

















WHERE TO BUY 
Ballet Slippers 








Im Stock Black Bal- 
let pool 





Ladies’ 
Misses’ fi:20 
Childs’ 
SLOG sHOB Co., ING. 
47 me St., 


R... fom N. Y. 








LYONS AND COMPANY 
Head Tern BALLETS 
Wo'e Miss’ Ond'’e 
$1.45 $1.40 $1.85 
Also Hard Toes 
IN STOCK 
Bend for Samples 
























BALLET 








SLIPPERS—IN STOCK 
eof the unusual kind 
S102 Bik. Glazed Kid, Seft Tee 
Calid’s 6 t& tann01.98 
Misses’ | 
Women’s th toa | s 
Alee Hard Tess 
SCHWARTZ &2 HERDER, Inc. 
falists in Ballet Manufacture 
241 No. 11th Strect - Philadelphia, Pa. 











HAND TURNED, BLACK KID 

BALLET SLIPPERS 
IN STOCK 

Wemen’s, Af 86; 


Misses’, 
pinilaren’s, $1. ts 
orders prompt- 













Bend far 
‘ = attended te. 
ROTH &2 ROSENBERG SHOE Co. 
124 N. 3rd St., Philadelphia 
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WHERE TO BUY 


Heel Protectors 
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A PROFIT MAKER 
to retail at 





PRI DOZEN 
162 Union St. 
MEMPHIS, TENN. 


PATENT APPLikD FOR 
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WHERE TO BUY 


Shoe Ornaments 


6 8 Tee 















Newest Importations 
Cut Steel and Rhinestone 


SHOE ORNAMEN Tf’ 
Studded Heels 
6°8W32nd St.New York.N- 





WHERE TO BUY 


Miscellaneous 








STUDY CHIROPODY 


Make $5,000 to $15,000 a Year 
Become a Doctor of Surgical Chiropody. The 
only uncrowded field. Study at largest foot clinic 
in world. Faculty of physicians, surgeons, chirop 
odists. Finest laboratories and equipment. Four- 
teenth successful year. Entrance requirements, 4 
ears high school or equivalent. , 2 years. 
ext , October. Opportunities to earn way 

while studying. Write for catalog. Dept. B. 

ILLINOIS COLLEGE OF CHIROPODY 

1327 N. Clark Street, Chicago 














ATLANTIC PRINTING CO. 
SEAVER-HOWLAND PRESS 


Producers of Distinctive Sr2e p 
Catalogues and Shoe Booklets 


470 Atlantic Avenue Boston, Mass. 
Telephone LIBerty 8673 
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WHERE TO BUY 


Store Fixtures 
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GOODWINDOWS 





Berlin Merchant Studies 
American Selling Methods 


Arthur Jacoby Visits United 
States Shoe Centers 


Boston—Arthur 
Jacoby, who oper- 
ates a high grade 
retail shoe _ store 
at Kurfursten- 
damm No. 224, Ber- 
lin, Germany, has 
been visiting the 
United States shoe 
markets during the 
past few weeks, for 
the purpose of 
studying American 
merchandising. Mr. 
Jacoby sells 
men’s and women’s 
American, Swiss, French and British 
shoes, only, the last two-named form- 
ing the greater part of his stock. 

Mr. Jacoby spent every moment 
available while in the United States, 
studying store methods, retail shoe 
salesmen’s associations, foot clinics, 
and cooperative methods of chiropodist 
and retail shoe merchant. He says 
that German methods of shoe selling 
are not so progressive as those of 
America, because, excepting in his 
store, and a very few other stores, 
there have been no means provided for 
educating the retail shoe salesforce. 

Mr. Jacoby is a firm believer in 
American merchandising ideas. In 
general, he says that the shoe stores 
of Germany do not employ salesmen, 
but women, and these women are hired 
on a time contract; they are not dis- 
charged on one day’s notice, but the 
minimum notice must be of at least 
one month’s duration. 

Each saleswoman in Arthur Jacoby’s 
store has an apprentice, who has de- 
termined that she will learn the art 
of shoe selling. This apprentice is 
trained by the experienced shoe sales- 
woman, and the latter is held respon- 
sible for the apprentice’s education as 
to fitting, and as to other requisites of 
shoe selling. The period of training 
extends over two to three years; the 





Arthur Jacoby 








training of these young girls is con- 
sidered very seriously at Mr. Jacoby’s 
store. 


Frank Widerski Promoted 


MINNEAPOLIS (UTPS) Frank Wider- 
ski is new manager of the Wear-u-Well 
store at 185 East Seventh Street, St. 
Paul. He was promoted from the ranks 
and succeeds P. J. Schiever, who has 
removed to Minneapolis. The man- 
agement has just completed alterations 
which makes something like 600 pairs 
more shelf capacity. This was ob- 
tained by moving back the rear wall 
10 feet. An alteration sale closed 
March 19. 


R. I. Ass’n to Hold Outing 


PROVIDENCE (UTPS)—The Rhode 
Island Shoe Retailers Association is 
working on plans for the anual outing, 
to be held either in June or July. The 
organization now has 45 members. 





Bright Colors Appear 
in Summer Footwear 


LyYNN—Production here continues in 
an ordinary way as makers turn from 
Easter shoes to summer novelties. A 
gain for fine footwear may be noted. 
In new sample lines for summer are 
brilliant arrays of colors. They will 
challenge the report that the style of 
black has slowed up sales. Among 
them are bright reds, greens, blues, 
wines, wisterias and whites, in dull, 
glossy or high lustre tones. 

Trims show sharp lines of pipings in 
vivid colors, inlays or appliques of 
indefinite checks or stripes, and jewel 
effects, such as twin buckles and turn 
back straps, rings and ties, and slave 
chains set with coral, jade, sapphire, 
lapis lazuli or topaz. 

Some of the new leathers, though 
of rich color, are dirt proof, and can 
be washed with soap and water. Heels 
are of many heights, up to 24/8. Heels, 
and quarters, too, are made as light 
in looks, and as slender in shape as 
possible. 

Sandals and open shank pumps are 
much wanted for the summer, and 
there is also an increasing demand for 
sport oxfords and ties. One firm re- 
ports a steady sale of fine sport welts, 
in oxford and tie patterns, some with 
crépe soles. 


I. Frank Bargain Sale 


AUSTIN, TEX. (UTPS)—tThe shoe 
stock of the I. Frank Store of Austin 
has been placed on the bargain counter 
at greatly reduced prices. A number 
of well known popular price brands of 
shoes are included in this sale. 

The purpose of the sale is to make 
it possible for the firm to open with a 
complete new stock of shoes when they 
take possession of their new building, 
which is now being remodeled with 
modern display front and new fix- 
tures. Work is being rushed on the 
building and the removal will be made 
about May 1. 


Thompson Takes Over Dept 


DETROIT—W. C. Thompson, manager 
of the basement shoe department of 
the J. L. Hudson Co., has taken over 
the management of the basement shoe 
department of the newly acquired 
Newcomb-Endicott Co. store. Leo Dil- 
lon who formerly looked after the three 
shoe departments of Newcomb-Endi- 
cott’s will give his entire attention to 
the better grade departments located 


| on the main and third floors. 


Children’s Expert Featured 


MINNEAPOLIS (UTPS)—The Golden 
Rule has been featuring its children’s 
department and March 18 and 19 had 
William Johnson, a partner in the L. D. 
Stickles Shoe Company factory at Red 
Wing, Minn., a child shoe expert, to 
consult with mothers regarding the 
proper shoes for their children. He 
displayed the progress of the shoe 
through the factory with various ex- 
hibits on trees, emphasizing the advice 
given. 
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“Alesan” 


Open shank sandal. The 

approved sandal type, lend- 

ing itself to pleasing and 
attractive combinations. 











assortment of 
newest creations. 
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Pom Pom 


Plain but very smart be- 
cause shapely and perfect 














fitting. Always salable. 


Originality of design 
is a great sales builder. 
Sherwood styles for all 


occasions present an endless 


season’s 


Your customers who want 
exclusive styles will ap- 


preciate 
shoes 


two 
illustrated. 


NEW YORK CITY 
RK. F. Schneider, 907 Marbridge Bldg 
CHICAGO 
’ J. Le Pine, 1618 Republic Bds 
PHILADELPHIA 
W. F. Schoell, 119 So. 4th St 
DENVER 
W. B. McNutt, 218 Charles Bldg 
LOS ANGELES 
G. C. MeAtee, 706 Forrester Bids 
PITTSBURGH, PA 
Harry Waldron, Hotel Henry 











herwood. hoe 


Ieochester, N. Y 
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STRIKING 
STYLES 
FOR SPRING 
3 Ws LENOX 


Shoes for Misses, Children 
and Growing Girls 


Tae 


gt ™'~  ~— > > ee 


1c 


The Brace Pattern 
Patent One Strap 


Paisley Trim Cherry Patent Vamp, Alligator 
4602 8% to 11 swiss» » eee IN Quarter Strap and Cut Out. 

1 
5602 11% to 2 seveee-- 2.20 4589 8% to 11 


1 
8602 2% to 6 (Covered Heel) 2.85 STOCK one 600k on 


8589 (Covered Heel) 


os peialey Trin NOW “ibeaa 


4603 8% to 11 
Rose Blush Vamp and Quarter, 


5603 11% to 2 : 
8603 2% to 6 (Covered Heel). 3. SEND FOR DETAILED Paisley Strap and Cut Out 


Same Pattern in Roseblush STYLE FOLDER 4598 8% to 


d Parch 
8 to Koa SENG 00 2—$2.35 SAMPLES SENT ve a ” 
2% to 6 (Covered Heel) ..... 3.00 AT OUR EXPENSE sill lites 


WEIMER, WRIGHT AND WATKINS _ | Ctersy Patent Vamp and Quarter, 


Paisley Strap and Cut Out. 


39 S. SECOND ST. PHILADELPHIA, PA. | 4599 814 to 11 
FACTORY: ANNVILLE, PA. 5599 11% to 


Sole Distributors for New York and Maer ag Merritt Elliott & Co., 132 Duane St., 
New York, N. Y. 6599 (Broad Toe) 24% to 6 .. 


The Keystone Pattern 


poate ee ee ee ee ae ae ee ae | | 
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The JumBow 


Fashion’s Latest Decree 
Are you profiting by the craze 


for these Large Leather Bows? 2 
They are Beautiful Things and When women want sensible, com- 


so Simply Attached. fortable house slippers—they want 
In Stock as Follows Greeley Boudoirs. In Black or col- 
Patent with Red Border ored kid, with leather or rubber 
Patent with Pastel Border heels. In stock for immediate de- 
Tan Gingham with Patent Border livery. If your jobber cannot supply 
Gray with Blue them—write us. 
Biack Satin with Black Border 


Per Doz. Pr., $6.00 
LINCOLN STORE A. W. GREELEY 
SUPPLIES COMPANY Manufacturer 7 


1508 Washington Ave., 
ST. LOUIS, MO. Haverhill Mass. 
Novelty Findings for Quick Shipment 


























APPROVED BY 
MEDICAL MEN 


a aveome grt or eens | 7 NO. 600 BLAC BLACK | > 


ted shoe, the Burkley Ven’ 
Well ted Foot Developer ra MADE ON RIGHT AND LEFT LASTS 
Woman’s 24 to 8 $1.45 


VENTILATIONS coter teéay. Misses’ 1114 to 2 1.40 
i ‘0  Phohe Brockton 2188 Child’s 6 to 11 1.35 
WHITE KID 30c EXTRA 


BURKLEY 
SHOE co. writs fr ons ete 





1156 Ne. Main Street 


SHOE MF G. ra) Nike a. 
treet Philadelphia, Pa. 
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VERY well-dressed woman al- 
ways has at least one pair of 
satin shoes in her wardrobe—this 
is an axiom of the American house- 


hold. 


You can always gain more than 
your share of this sure business, IF 
your line is right. And it is right 
when you use Cedar Cliff—the lus- 
trous satin which retains it original 
sheen and beauty through long 
months of service. ‘Made of Cedar 
Cliff” means satisfied customers 


2625252525252525252' 








. . . happy retailers . . . and re- 
orders for you! 


THE CEDAR CLIFF SILK CO. 
295 Fifth Avenue New York City 
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SHOE SATINS 
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POSITIONS WANTED 
4c per word. 

LINES WANTED 

ALL OTHERS 


ALL DISPLAY SPACE 





Minimum Charge 75c. 
4c per word. Minimum Charge 75c. 
7c per word. Minimum Charge $1.25 


Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 

Monday of the week of publication in order that advertisements be published same week. 

Otherwise insertion will be put over to the following week’s issue. 

When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 


























SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








Travel by auto. 


tories: 


sales records. 


Madison Street, Chiczgo, Ill. 


WANTED SALESMAN 


Men’s calf skin style shoes in stock to 
retail at five dollars, Western made. 
Pennsylvania, Indiana and Michigan, Illinois, 
Missouri and Kansas, Iowa and Nebraska. 
commission and drawings account for men with good 


Address C729, care Boot and Shoe Recorder, 189 West 


Following terri- 


Six per cent 











THE SOUTH 


Now makes the leading lines 
of men’s $5 sellers. <A sales- 
man on commission _ basis 
wanted in every state (the 
South and Pacific Coast cov- 
ered) to sell to discount case 
buyers. The J. K. Orr 
Matchless $5 Shoe paying 
dealer 30 and 5. An In-Stock 
Dept. makes possible a turn- 
over of six times—12 styles— 
Samples ready after Easter. 
For reply give full references, 
record and other lines carried. 
Obvious quality insures re- 
peats. 


EDGEWOOD SHOE FACTORIES 
Atlanta 











AN unusual opportunity is offered to resident 
salesmen, who are in close touch with their 
trade. in their respective territories, to repre- 
sent one of the finest and most complete lines 
of men’s, women’s, children’s up- te house 
slip; ppers. Brooklyn turns, Satin roe Kid 
Mu and D’Orsays. ae priced line, 





shipped from stock. 
ity and good records ~~ be dered. No 
objections to a non-conflicting side line. Write 
full particulars = references in first 

Address C-705 re Boot and 
239 W. 39th St. New York. 


Shoe Recorder, 


SALESMAN for Northern New Jersey. Travel 
by auto. Stitchdowns, McKay's, welts, leg- 
gings. Prefer man residing in Newark. 
Hagerstown Shoe and Legging Co., Hagers- 
town, Md. 





S ALESMEN wanted to carry line of rubber 
heels on a 10 per cent commission. Apply 
for free districts. Mr. Albasio, 97 Water St. 
Room 603, New York City. 





SALESMAN for Pennsylvania by Philadelphia 
wholesale house. Good poten line, or can 
furnish on commission, a strong side line of 
men’s working shoes, welt and nailed. Boys’ 
dress, welt and McKay, wos. Felt Juliets, misses 
and children’s shoes and pumps. Address C-732, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





ANTED—Salesman to carry a strong line 

of children’s stitchdown shoes for the State 
of Texas, exclusively, established territory. 
Must be thoroughly acquainted with the trade. 
State salary and references in first letter. Ad- 
dress C-730, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





GALESMEN wanted to sell side line of Felt 
and Leather Slippers for old established 
manufacturer; good opportunity for men calling 
on large retailers and volume users. Give all 
details in first letter, Following territories 
open—New England States, Tennessee, Miss- 
ouri, Minnesota, Alabama North Dakota, South 
kota, Kansas, Iowa, Mississippi, Nebraska 
and Louisiana. Address C-731, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


W ANTED—Salesman with established trade 
to represent us in Alabama, Iowa, and 
Nebraska. Line consists of fast selling women’s 
novelty McKays, priced at $3.50 to $4.50. 
Liberal commissions and wonderful proposition 
for men of rere ability. References must 
accompany application. otherwise will not be 
considered. U-STILES, INC., 1330 Wash- 
ington Ave., St. Louis, Mo. 





WHOLESALE SHOE SALES. 
MEN WITH SUBSTANTIAL 
RECORDS 


Three territories available. Quality 
line of Young Men’s snappy go- 
getter shoes. Will compensate 
according to established record. 
Applications held strictly confi- 
dential. We want real shoe sales- 
men. Experienced. No others 
need apply. 

Address C-725, care Boot & Shoe 
—* 207 South Street, Boston, 

ass 











ALESMEN WANTED — Manufacturer of 

men’s quality work shoes, Hand-Made, min 
ing, sporting, and lumbermen’s boots and _ pac: 
Need salesmen for Minnesota, Oklahoma, Texas, 
West Virginia and North Carolina. Excellent 
side line. Straight commission basis. WEI! kt 
SHOE MFG. CO., Chippewa Falls, Wis. 


POSITION WANTED 














POSITION WANTED 


Thoroughly experienced and capable Re 
tail Shoeman, age 35, married, with 16 
years’ buying and managing Ladies Shoe 
Department and exclusive Stores. No 
mediocre position will be considered 
Address C739, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 








SITUATION WANTED 


By seasoned shoe executive with twenty 
years of experience, a position as special 
or general buyer for high grade shoe 
department or store. References as to 
ability and integrity can be readily fur 
nished. Address C740, care Boot 
and Shoe Recorder, 207 South 
St., Boston, Mass. 











POSITION wanted by young man, 26 years 
old, as Manager or Buyer for ladies’ high 
grade shoe department or store. Al record 
Southern town preferred. “Answer at once.’ 
Address C-733, care Boot and Shoe Recorier 
207 South St., Boston, Mass. 





W: ANTED position as buyer manager in up- 
to-date shoe store. Has Al experience in 


window dressing. Have been in retail stores 
for fifteen years and am fully competent to take 
full charge in owner’s interest. Am _ presently 
employed in above capacity in a womans 


novelty shoe store. Address all commu — 
tions to MR. FRANK KLEIN, 2020 Pac 
St., Brooklyn, N. Y. 


bet 
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POSITION WANTED 


W ANTED— Position as buyer for ladies’ shoe 
department or shoe store; twenty-one years’ 
experience; fifteen years of that time as buyer; 
my age is 39, and know the shoe business and 
the market, bought for both upstairs department 
and basement. If a man with my experience 
appeals to anyone and if you have something 
real good to offer reply to this ad, if not, 
don’t answer it. Address C-734, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








SHOE Buyer with clean record seeks connec- 
tiop with wholesale house anywhere. Has 
been buyer for one of largest houses in New 
York. Eighteen years’ experience. Recently 
manufactured women’s novelty shoes in Brook- 
lyn. Address C-735, care Boot and Shoe 
Recorder, 239 W. 39th St., New York. 


ANUFACTURERS’ REPRESENTATIVE— 

Shoe and Leather Finding Lines wanted. 
Experienced salesman. Established trade. Job- 
bers, factory, chain stores—Philadelphia, Balti- 
more, Washington, Pennsylvania, New Jersey, 
New York. ommission basis. Answer with 
proposition. Address Box C-736, care Boot 
ae Shoe Recorder, 207 South St., Boston, 
Mass. 








YOUNG man with thirteen years’ experience 
retailing Orthopedic, cheap, and quality foot- 
wear, desires position as manager of shoe de- 
partment or store. Am assistant manager, dis- 
play man, and expert salesman in healthy shoe 
store, town of sixty thousand. Wish to connect 
with reliable firm in growing mid-western city 
and establish there, home for my family. Ad- 
dress C-737, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





BUYER and Manager for a department or 
store; fifteen years’ experience with medium 
and highest grade men’s and women’s shoes. 
My experience covers every phase of the shoe 
ame. At present assistant to a successful State 
Street buyer. Address C-738, care Boot and 
Shoe Recorder, 189 W. Madison St., Chicago, 








LINE WANTED 


FOR LEASE 


WANTED TO PURCHASE 





FOR LEASE—Progressive department store, 
in middle west in city of 110,000. Will 
lease ample space on main floor, for shoe depart- 
ment. A very attractive lease and fine oppor- 
tunity for responsible party. Address C-742, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





HAYE space to lease for better ladies’ shoes 
to retail from $7.50 to $15.00 on percentage 
basis in my ladies’ ready-to-wear store in Enid, 
Okla. 100 per cent location. Address C- 743, 
care Boot and Shoe Recorder, 207 South St., 
3oston, Mass. , 








EMPLOYMENT SERVICE 








A thoroughly organized service, highly 
jalized office, blished to assist the 
employer te find the trained office, sales or 
factory executive. Also to help qualified 
men and women locate the particular posi- 
jae they desire. 
service to employers without charge! 
PETERS EMPLOYMENT SERVICE 
31 State St., Boston, Mass. 
Congress 2870 




















MERCHANT NEEDS 





HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. Co 
pondence confidential. Established 1890. 


MAX GLAUBERG 
436 Grand Street, New York City 


We also purchase clothing, hats, furnishi 
goods, etc. Dry Dock 085: 








Sell Us Your Left Over 


New Yors Export Purcnasinc Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 











CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N. Y¥. 
Phone Spring 1443 








ADVERTISING NOVELTIES 
and SPECIALTIES 
COMPLETE LINE. WE HAVE IT. WE 
WILL GET IT. “WE WILL MAKE IT 


W. E. FOLLIS ADVERTISING SERVICE 
159 N. STATE STREET CHICAGO 











ILL be open for proposition after March 

15th. Six years’ experience; our company 
selling high grade shoes in six of the best 
Southern States; established business with best 
accounts in territory; list of customers and pros- 
pects around four hundred. I prefer popular 

ices. Personal interview desired. Address 
C-723, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


INE WANTED FOR MIDDLE WEST— 

The writer of this advertisement is 50 years 
of age. He has traveled for one firm for the 
past 25 years, covering New York State, Penn- 
sylvania, and Middlewestern territory. Owing 
to conditions over which he has no control he 
is now open for a strong line of women’s or 
men’s shoes. Best of references furnished. 
For further particulars, address C-741, Boot 
Be Shoe Recorder, 207 South St., Boston, 
Mass. 











FOR SALE 








FOR SALE 

A Modern Shoe Factory—located in the 
St. Louis District. Good building, fully 
equipped and manned for 1,400 pairs 
daily production Men’s Dress Welts. 
Excelient organization, ample supply 
trained labor. A opportunity. 
Address C-726, care Boot an 
Shoe Recorder, 207 South St., 
Boston, Mass. 











FOR SALE—FEstablished shoe store and shoe 
repairing. Doing good business in a live 
town, good reason for selling. Address C-744, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





OR SALE—In New Orleans, La., well 

established up-to-date Shoe Store. Right off 
Canal Street in South Rampart Street. Cheap 
rent; long lease. Fresh up-to-date stock. Good 
reasons for wanting to sell. Address C-745, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





OR SALE—Old established shoe store in 
Illinois town. Doing $50,000 annually; must 
sell for cash only. Address C-746, care Boot 
Ze Shoe Recorder, 207 South St., Boston, 
ass. 
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IN WOOD ONLY, BUT IN or PERIODS, 
To Make Your Show Windows 
Profitable These 3 Conditions 
Are Important: 


ONKEN 
Ist—-A good Window 


Display Man 

Stow W « . . 

Pc aspen 2d—Change the Dis- 

Padesta. plays very often 
3d—Use Wood Dis- 

play Fixtures that are 
well made, correctly pro- 
portioned, interchange 
able, and nicely fin 
ished 


Always bear in mind that 
“Many Sales are Made on the Sidewalk’’ 


At half the 
rent you are 
paying, you 
would not board 
up your show 
windows. This 
means they 
have a certain 
value. If neg- 
lected they 
become very 
costly. If util- 
ized right they 
can be made 
very profitable. 
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MERCHANT NEEDS 











Large Assortment 
of Genuine 
Alligator and Lizard Skins 
Brocades 


S. Aprile & Co., Inc. 
Importers 
61 West 50th St., New York City 








USTABLISHEO 


LABE LS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


| FRANK C. MEYER CO. 
(ose caars wee te 


263-27) LEXINCTON AVE , BRODKLYN. NY 
AMERICA’S GREATEST 
SHOE CARTON @& LABEL MFCS 




















GLASS EYES 


For Bunny and Kit- 
ten Children Slippers 
and other decorative 
purposes. 


G. SCHOEPFER 
16-18 West 36th St., 


KITTEN EYES New York, N. Y. 
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MERCHANT NEEDS 


























EYWOOD-WAKEFIELD Shoe 
Store Chairs give the utmost 
customer comfort in the smallest 
space. Our seating experts will be 
glad to help you on your require- 
ments, without any obligation on 
your part. 








| He yucod -Yakefield | 
Baltimore, Md.; Boston, Mass.; Buffalo, 
N. Y.; Chicago, Iil.; Kansas City, Mo.; 
Los Angeles, Calif.; New York, N.Y.; 
Philadelphia,Pa.; St. Louis,Mo.; Port- 
» Oregon; San Francisco, Calif. 










SERVICEABLE 
Shoe 


Fitting 
Stools 


Sturdy metal construc- 
tion. Wood seat. Good 
grade rubber foot rest. Write for 
catalog showing styles and prices. 


The Chicago Wire Chair Co. 
612 No. LaSalle St., Chicago, Ill. 

















: “WINDOW 
DISPLAY FIXTURES 


made buy 
SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 
SEND FOR CATALOG 














Kansas City Has Nine 
Shoe Stores in One Block 





Five of Them Side by Side; 
Walk Over Is the Latest 


Kansas City (UTPS)—The recent 
opening of a new Walk Over store at 
1020 Walnut Street brings to Kansas 
City a recognized “shoe row.” 

With the exception of a drug store 
on one corner and a bank on the other 
all Stores but two on the west side 
of the block north of Petticoat Lane 
are shoe stores. A men’s hat store 
and a tailor shop remain to prevent 
a solid block of shoe stores. 

“Shoe row” is started on the south 
by Woolf Brothers a men’s furnishing 
store with a well stocked shoe depart- 
ment. Next to the north is the Fer- 
guson-Davis store which distributes 
the Edwin Clapp shoe. 

Continuing on to the north is Byrns 
Boot Shop; whose windows are filled 
with the colorful offerings in the spring 
styles; the new I. Miller store with its 
beautiful front and flower decorated 
display windows and next to that the 
new Walkover store. 

The Walk Over store fits well into the 
scheme of the other attractive stores 
with its display windows in the form 
of an are and the shoes displayed in 
windows trimmed with the flowers used 
for the opening day celebration. 

The inside is attractive with a gen- 
eral tone of gray in the finish and soft 
gray-blue carpet. Near the front are 
inside display cases for the featured 
models and for the wide selection of 
hosiery. 

Offices on a balcony floor at the rear 
are hidden behind oak panels. H. A. 
Workman, district manager, with 
twelve stores under his jurisdiction 
said the Kansas City branch easily is 
the most beautiful and attractive of 
the twelve. C. H. Jensen, manager of 
the new st re has the same opinion, 
he said. 

The store is featuring two and three 
tie slippers in the light spring shades. 
Rose blush is perhaps the most sought 
after shade, the manager said. 
Buckles, too, are well received as sub- 
stitutes for the ties. High and low 
heels have about equal representation. 

Continuing on north through “shoe 
row” next to the Walkover store is the 
store of Hanan and Son which also is 
a new arrival on Walnut Street, the 
store having opened Jan. 1. 

The sequence then is broken with a 
men’s hat store and then comes the 
Nunn Bush store beyond which the 
sequence is broken for the second time 
by a tailor shop and “shoe row” ends 
with the French, Shriner & Urner 
store. 

The Nisley Company’s store across 
the street from “shoe row” further 
attests the popularity of Walnut Street 
with the shoe retailers. Nine shoe 
stores in one block, eight of them on 
one side of the street and five of them 
in unbroken succession. 

Then if one has not enough choice 
in the nine stores, one only has to go 
one block to the west along Petticoat 
Lane, stopping in Carlat’s Booteries 
and across the street in Harzfeld’s 
and turning north on Main Street with- 
in a half block are Chandler’s recently 
opened store, Robinson’s store and the 
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MERCHANT NEEDS 


Milbradt 
Ladders 


made for 40 years 
by the original in- 
ventors. 
Made in all styles 
to suit any shelving 
condition. 


@et our price before 








se 





placing your order 


Milbradt 
Manufacturing Co. 
2416 Ne. 10th Street 
ST. LOUIS, MO. 














men’s department of Rothchild and 
Sons. 

Or going east one block on Petticoat 
Lane to Grand Avenue one has again 
within a half block Arch Preserver 
shoes, the Miller Shoe Company and 
the Peacock Shop. 





Killed in Explosion 


HAVERHILL — One man was killed, 
eight firemen seriously injured, and a 
loss of over $100,000 incurred in an 
explosion which occurred in the Ber- 
man Shoe Trimming Co., located in 
the Lang Building, 158 Essex Street, 
March 5. Julius Berman, owner of 
the Berman business, one of the city’s 
prominent shoe men, was the victim. 
The explosion, caused by combustion of 
a supply of celluloid stored in the plant, 
wrecked the factory, trapped Mr. Ber. 
man, and did damage to many adjoin- 
ing plants. The explosion left a trail 
of ruin, wrecking the interior of the 
plant; blowing out all the windows, 
and throwing debris for long distances. 





Hanover Store to Move 


BALTIMORE (UTPS) —The Haskin 
Hanover Shoe Store, 430 West Pratt 
Street, maintained by Haskin Han- 
over, will be moved from that loca- 
tion to 422 West Pratt Street. The 
building at the latter address is being 
remodeled and improved to provide for 
the stock of shoes for men and boys 
carried by it. 


Tradehome Opens Newest 


St. Pau (UTPS)—The Tradehome 
Shoe Stores, Inc., operating in six 
northwestern states, on March i 
opened its newest store in the Bremer 
Arcade Building, 108 East Seventh 
Street, St. Paul. Shoes for men, wo- 
men and children are carried. This 
chain started less than six years ago 
with one store. 


Snake Skin Is Popular 


PITTsBURGH (UTPS)—The Kavt- 
mann & Baer Co.’s style expert, wh0 
is now in Europe, cables the shoe de 
partment, of which Harry Marx 3} 
manager, that genuine snake skin with 
all accessories is very popular, ané 
they are displaying an attractive as 
sortment in this mode. 
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Start the New Year Right 






and Get 100% Value 
from 
Your Display Windows 
in 


1927 
with the 


NEW 
IMPROVED 


RECORDER 
SHOW CARD SERVICE 


Orders Mailed Now Start with January Cards 


4 BEAUTIFULLY EMBOSSED ART 
LEATHER FRAMES (like above) 


8 CARD seeerenes MONTH $ Y0 py mon th 





50 BLANK PRICE TICKETS 
Double Service: 6 Frames and 12 Cards per Month - . $4.00 Per Month 
a ALSO 
COUPON THE RECORDER STOCK RECORD BOOK 

Se Noe a st. FOR COMPLETE AND ACCURATE 

enter our order for STOCK RECORD KEEPING 
RECORDER SHOW CARD SERVICS 
eo bey yee 6000 por eeath Ser tans Mailed Postpaid on Receipt of 
angi Your Check 


We carry Men’s, Women’s and Chil- 
dren’s Shoes and Hosiery. 


(Cross out lines not carried). 4 

Ww the (G B t 

PEE (on Comm) a 00 
oe 


our name on the mats as per 
copy attached to this coupon. 


RR cecal cdiciasdihdingiidinttitlimicndtaiahe THE RECORDER SHOW CARD SERVICE 
189 W. Madison St., Chicago, Illinois 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right’’; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of Tue Boot anp SHOE RECORDER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and 
leather, their production and distribution. 
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PROFITS IN LITTLE SHOES.......... By Charles Irving Samuels .... 51 
Come From Gaining the Confi- 
dence of Children. 
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Three Safe Rules for Playing the 
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THE VoIcE OF THE RECORDER...... Opinions of the Editor......... 54 
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| DREN’S SHOES ....-..--.-+seee% Footwear Styles for Girls...... 56 
MEN’s SHOES FOR Boys .........-- Footwear Styles for Boys ...... 58 
JEWELS OF THE FEET IN STYLE..... A New Ornament Mode........ 60 
i; Smart Costume Jewelry Gives 
Sparkle. 
THE SKYLINE OF PRODUCTION ...... Shoe Output Charted .......... 61 
THEATRICAL EXPERT RETAINED ..... For Boston Exposition ........ 62 
CAMMEYER OPENS MiD-TOWN SHoP. Middle Ground in Prices ....... 63 
WHo’s WHO ON THE ROAD......... News of the Travelers ......... 73 
SHOE MERCHANTS NEWS ..........- Among the Retailers .......... 77 
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Next Week 
you will find 
in the 


Boot and Shoe 
Recorder 











VERY man interested in the 

men’s game will want to keep 
next week’s issue of the RECORDER 
before him for reference for a sea- 
son. We have an inside picture of 
what is going to make more profits 
in the sale of men’s shoes. 


N this issue L. B. Huston of 

Berkeley, Cal., tells how he de- 
parted from the hit-or-miss plan of 
advertising and bettered his busi- 
ness 20 per cent through regulated 
publicity. 


SUBSCRIBER says, “I want out 

of every issue of the RECORDER 
at least three selling ideas that will 
get more shoes sold right.” He 
gets three of a kind in the O. P. I. 
Department—Other People’s Ideas 
—gleaned on the spot by our trav- 
eling editors. 
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Speen have been many golden periods in Rogers 
Brothers’ years of pre-eminence among the smart 
shoes in its price class—but never a time when Rogers 
Brothers Novelty Shoes were so unmistakably the Stand- 
ard of their field as now. How completely Rogers 

Brothers dominate this field is conclusively proven by Sat So oan a S pone 
the unprecedented demand for the Rogers Brothers guide to better mark-up. In every 
incomparable Spring numbers listed on the ticker above. ie aoa Sow ave A gee 
Rogers Brothers successes. We'll 


gladly send you samples in all ma- 
teriats at once. Just write. 









59 Lincoln St., 
Boston, Mass. 


135 Bush St., 


San Francisco, Cal. 


Manufacturers and 
Distributors 


Ultra Smart 
Novelty Shoes 
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\ TTRACTING your best customers with its style...its beauty. ..its newness 


—the Gordon V-line sells by increasing dozens each day! 


Made first in a fine grade of chiffon, this number was so well liked that today 
it is made in medium weight as well. And because of its great popularity the 
retail price is now $2.50. 


A wide range of colors in this splendid all-season number. And it is only one 
of the attractive new Gordon models that are revolutionizing hosiery style 
today! Brown Durrell Company, New York and Boston. 
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Pointex 


Trade Mark Reg. U.S. Pat. Office. Pat. Sept. 22, 1914 
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HE National Campaign for New Onyx 

Pointex Style 707 is on. The millions 
are being told how it clothes knees in silken 
splendor, and how its Pointex heel reveals 
ankle grace. And the millions are acting. If 
you failed to get our announcement of this 
new stocking, the first Onyx number origi- 
nated by the Gotham organization, let us 


GOTHAM SILK HOSIERY CO., Inc., 389 Fifth Ave., NEW YORK. Mills at Philadelphia, Dover, 
Issue of April 2, 1927 


New Style 707—The Season’s Predominating Knee Stocking 


Onyx 
STYLE 
7 O7 


SERVICE - SHEER 
SILK TO THE HEM 


85 


Wharton, Passaic and New York 


know, at once. Or if you did receive notice 
and have not mailed your order, do so now. 
Demand exists—reap your profit. 

Style 707 is silk to the hem, and service- 
sheer. It is made in twenty colors and 
retails at $1.85 the pair. With it goes an 
effective group of store and advertising 
helps. 


Boot 
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A Department of the Boot AND SHOE RECORDER 
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Novelties in the Spot-light 


Some Danger of Overemphasis Seen, However 


OVELTIES in hosiery have the limelight at ous New York and Southern resort shops. The smart- 

present, but there is some danger of their being est of these come with the narrow heel and one 

overemphasized. The fancy heel vogue is manufacturer has added a fine stripe in the darker tone 
probably the outstanding development of the season. which runs around the ankle. 
Manufacturers are experiment- Care should be exercised in the selection of 
ing with many new types of Le 7” contrasting heel hosiery, for if not properly 
fancy heels and it is probable Wika hes made the darker tone of the heel is likely 
that many of them never will a @ ie to “bleed” into the lighter tone of the 
be marketed. At any rate, the | #g o ar stocking. These contrasting heels 
fancy heel seems to have the | @@ <— are knitted of specially prepared 
edge on anything less in the | ol and dyed yarns. The entire 
hosiery line, but it is safe to | ee stocking is then dyed, but the 
say that for every pair of fancy | zy heel, because of its special 
heeled hose sold, there will be | . preparation “resists” the dye 
sold five pairs of staple hose. ¥- iw ' bath and retains its original 


This is not meant to decry color. Unless these _ special 


the injection of novelties into 
the hosiery field. Novelties 
have their place and stimulate 
interest, but there is grave 
danger that those in the trade 
may place too much emphasis 
on them. 

The colored heel, that is the 
heel in black or in darker tone 
than the body of the stocking 
holds first place among the 
novelties of the season. The 
vogue for the black heel on 
gunmetal hose has waned con- 
siderably and few expect it to 


yarns are used trouble is likely 
to ensue. 

Several new _ varieties of 
pointed heels have been put 
onto the market lately, among 
them some very good looking 
stockings of the seamless 
variety. Just how far the de- 
velopment of the pointed heel 
in seamless hose will go is 
questionable, but it shows the 
influence of style on even the 
cheaper grades of merchandise. 
Two or three versions of the 
“step” heel, a stair like effect 


continue much beyond Easter. but ad — = have been developed recently 
the black heel on light colors, such and are meeting with consider- 
as Evenglow, French nude and sheel able success. A legal fight over 
gray, for instance, seems to be a safe bet the patent rights to processes 
for a limited amount of business. The darker for making pointed heels is in 
heel on pastel parchment, Mus- ” ; ; process and likely will not be 
cade, Atmosphere and Lotus, for re ake ae eg gy iggy eh ge adjudicated for another month 
instance is selling well in numer- Brown Durrell Co. or two at the earliest. 
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While heels have the center of the stage for the 
moment, soles are becoming more styleful with the advent 
of the open shank sandal. To wear with the sandal 
that is much cut out along the shank and through the 
vamp, a stocking that carries a narrow sole reinforce- 
ment is almost necessary. Several stockings of this 
type have been introduced recently for wear particularly 
with the open shank sandals. The theory is that with 
the exception of the heel, 
all the exposed portion 
of the stocking must be of 
the same texture. Just 
how to handle the sandals 
that omit toe caps alto- 
gether is a nice problem. 
Perhaps stockings made 
without any reinforcement 
in the toe will be in order. 
The less said about their 
wearing quality, the better. 

Fancy clocks, either at 
the usual place in* e ankle 
or in the new position at 
the knee are attracting 
more attention. As a 
sports or _ semi-sports 
proposition they have a 
very definite place in the 
summer wardrobe and will 
sell to those women who 
demand and will pay for 
something “new.” The 
latest development in the 
clock at the knee is the 
insertion of the open work 
lace clock at this point. 

In the line of novelties, 
passing mention must be 
made of net stockings. 
These are mostly import- 
ed but some are being 
made in this country. 
They are being sold in increasing quantities by the 
smarter shops. The gunmetal lace hose with the black 
heel is a big factor in several high grade shops at present. 


HE three to a pair idea continues to make progress 
and also to roll up some resistance. Some big mer- 
chants have ventured the opinion that it is better mer- 
chandising women to sell two pairs instead of a pair 
of three to the woman who wants absolute insurance 
that she will have an exact match in spare hosiery in 
case the original pair becomes damaged in any way. 
Space does not permit of a detailed description of the 
new sports hose for women. Outstanding among them 
are the new lisles, many of which are developed with 
clocks, either embroidered or lace, or lightly patterned 
in jacquard effect. One particularly smart hose, im- 
ported, has a mottled ground in pastel shades with clocks 
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The short skirt influences the openwork lace clock to seek a 
new position right below the knee. 
Mutual Hosiery Mills 


i i i 
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forming the long stem of a flower and a butterfly im- 
posed on the flower at the top. The average retailer 


cannot go into this type of novelty hosiery, but it has a 
place in the scheme of high grade merchandise. 


HE advent of novelties in hosiery, however, has had 

no particular effect upon colors, which still remain 
as the important style determining factor for staple hose. 
As the season progresses it 
is becoming more evident 
that the big selling shades 
will fall into the genera! 
classification of rosy tans, 
shades known under such 
names of Sandust, Biskra, 
etc. The fact that they 
harmonize with both the 
black shoes and black cos- 
tumes as well as with the 
colored shoes, particularly 
Roseblush, is the one big 
point in their favor. 

A new angle on the 
color situation is found in 
the gray division. There 
has been a call, which is 
now being met, for a pure 
gray, a gray without any 
yellowish or taupish cast 
to it, to harmonize with 
some of the new spring 
grays in costumes and 
shoes. Moonlight and 
Piping Rock, are still good 
selling shades in the gray 
family, as well, while the 
medium and darker grays 
are beginning to fall off 
in popularity. 

Any discussion of color 
necessarily turns to navy 
blue. With the return of 
blues to high favor in costumes and blue kid shoes 
showing more than a semblance of activity, there is 
some demand for navy blue hosiery. It should not, 
however, be overemphasized, and some of the most 
smartly dressed women have decided in favor of light 
gray hosiery to bé worn with blue costumes. 

Despite the fact that black shoes are selling strongly. 
the demand for black hosiery is still slight. There need 
be no fear of a return to any widespread demand for 
black stockings, even with sombre colored costumes. 
Even with the dark oxford gray suits that give promise 
of being popular this spring, the light gray, rather than 
the dark gray hosiery, is the choice of the smartly 


Courtesy of Paterson 


dressed woman. 

White hosiery is beginning to get a call in the South, 
and there are many in the trade who now believe that 
white will sell better than it did last year. 
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Hosiery is not only given a place of prominence in this shoe window at the Fontius 
Store, Denver, but it is so arranged that it attracts even more attention than the 
shoes, yet only a few pairs are displayed. It will be noticed, too, that in addition 
to hosiery, such accessories as hat boxes, handbags and parasols are carried by the 


Fontius Store 


How Fontius Does It 


HE extent of the hosiery busi- 
ness done by The Fontius Shoe 
Co., Denver, is indicated by the 
fact that four salesladies are kept 
constantly busy. The Fontius store 
is alert to the fact that a shoe store 
is the logical place to buy hosiery, 
and have capitalized it. Hosiery 
bears the same relation to shoes that 
a chain bears to a watch. A man 
buying a watch at a jewelry store 
certainly does not go to some other 
kind of a store to buy a chain to 
go with it. Yet that is precisely the 
attitude of many shoe dealers. 

The manner in which the Fontius 
hosiery department is conducted 
shows a careful study of details. Its 
success is not due to mere chance. 
Most shoe stores recognize the fact 
that hosiery should be near the en- 
trance. Merchandise in this location 
is always most conspicuous, and is 
not only thus called to the attention 
of those making other purchases, but 
proximity to the door invites so- 
called transient patronage. 

While acknowledging this truth, 
the Fontius department varies in a 
slight but important detail. Few 
men will stop at a counter where 
women’s hosiery is sold to buy hose. 
This is an actual fact borne out by 
experience. A little analysis will 
convince a dealer of this. In a store 
of any size where women’s and men’s 
hose are sold jointly, the sale of 
men’s hose is reduced to a nullity. 
Of course the volume of women’s 
hosiery will exceed that of men’s in 


any event, but where the above con- 
dition exists it will be found that 
the natural proportion is out of all 
reason. 

So the Fontius store has divided 
its department, one counter for men 
and one for women, and while under 
the one manager, they are at extreme 
ends of the store. As Fontius’ is a 
corner store, it has two entrances, 
one on each street, so men’s hose are 
sold at one and women’s at the other. 
This separation has kept the men’s 
sales up to where they should be. A 
comparison of volume may be made, 
however, when it is considered that 
there are three salesladies at the wo- 
men’s counter, and only one at the 
men’s. In the women’s division other 
items are included, stone-studded 
heels, etc., and as it ordinarily re- 
quires a longer space of time to sell 
the average woman, the ratio of dif- 
ference in volume of business which 
the number required to operate each 
counter would indicate, is somewhat 
altered. 

While the separation would be ob- 
served under any circumstance, the 
fact that this arrangement permits 
men’s hose to be sold in the men’s 
shoe department, and women’s hose 
in the women’s shoe department, also 
has an important bearing on sales. 

The system of display in the Fon- 
tius store, while perhaps not unique, 
is certainly common sense. Instead 
of having an occasional piece draped 
artistically, as many different styles 
and patterns as possible are shown, 


arranged in drawer-like bins, in well- 
lighted cases, which permits an un- 
incumbered view and quick selection. 
The customer does not have to de- 
scribe what he wants, and the sales- 
lady does not have to guess, as the 
hose desired can always be clearly 
indicated. As a customer will often 
see two or three pairs that he will 
like equally well, it is quite common 
for him to take all, which the hide 
and seek manner of stocking mer- 
chandise does not encourage. 

Of course the accepted methods 
of advertising are used, newspaper 
and window display, and as Fontius’ 
windows are strikingly large and 
handsome, the displays are always at- 
tractive and effective. 


YEAR ’round momentum is at- 

tained, however, by the institu- 
tion of two sales. They have become 
so famous that Denverites who know 
values have come to wait for them 
and will purchase six month’s re- 
quirement at each. One is held early 
in the fall, at which hosiery of the 
previous summer is disposed of, 
while the other is held late in the 
winter, at which winter hangovers 
are cleaned out, these elimination 
sales permitting a stock constantly 
new and up-to-the-minute in style 
to be kept on hand. That is why 
those wanting the latest in hosiery 
go to Fontius. The seasonal changes 
in hosiery, especially women’s, at the 
same time, almost make these sales 
imperative. 
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Six to Seven Times Turnover 


Gives This Store a Hosiery Business Over 20 Per Cent 
the Volume Done in Shoes 


By J. NICK JONES 


President of the Bullock Shoe Co., Montgomery, Ala. 


> 


RULY, the logical place for 

] selling hosiery is in the shoe 

store. If there are any two 

articles that are more simultane- 

ously thought of than shoes and 

hosiery, they do not come to my 
mind. What with 


10 per cent of the gross sales of the 
store. Last year our hosiery sales 
were better than 20 per cent, with a 
turnover of between six and seven 
times. This is wholly due to the 
fact that the hosiery stock is held to 


loss. We do not guarantee silk ho 
siery, yet we always endeavor to 
satisfy the customer, assuming, as 
far as consistent, that the custome: 
is right. The basis of adjustmen: 
is usually about 50 per cent of 

the original cost. 





the ever increasing 
number of shades 
and variations of 
leather, it is not 
only the shoe mer- 





However, if the 
customer’s com- 
plaint is just or 
reasonable, a new 
pair is given with- 
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Surely, if she 20 
pays her’ good 5% 
money for a new 
pair of shoes for 
her pleasure and 
adornment, 
she does not in- 
tend to spoil their pleasing effect by 
wearing an off shade or inharmoni- 
ous combination of hosiery. If the 
shoeman does not take advantage of 
his opportunity to sell these two 
items together, the customer will 
walk out, maybe, with a feeling that 
you are not sufficiently interested in 
her service and_ satisfaction. In 
many instances this will give your 
merchant neighbor the business that 
you should have grasped while it 
was within your reach. 

Beginning with a small stock of 
lisle and silk hosiery eighteen years 
ago, the hosiery department of the 
Bullock Shoe Co. has grown to be 
perhaps one of the most representa- 
tive hosiery departments in the 
South, size of city and stock con- 
sidered. When this department was 
first opened we set the mark of 
hosiery sales to constitute at least 
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Record of sales of hosiery from shoe salesman turnovers in the Bullock Store. 
Returns are simply crossed off the list. 
of 2 per cent on monthly total is paid the salesmen, each of whom is designated 


by a number 
a@ minimum and regularly sized 
every week of the year. 


HE merchant who does not carry 

hosiery or who does not merchan- 
dise it as he should is missing several 
things. If he considers his store a 
service institution he is missing giv- 
ing his customers that service to 
which they are entitled. From a 
cold-blooded money point of view, he 
is missing a wonderful chance to 
make real money. The profits from 
our hosiery department pay the rent 
of a good-sized store, centrally lo- 
cated in the capital city of the State 
of Alabama. 

Our losses on replacements or ad- 
justments are small when averaged 
over a year’s time. We feel, how- 
ever, that the attendant good will 
created by a liberal adjustment 
policy more than offsets the direct 


Record is kept by months and bonus 


be men’s, women’s 
or children’s, car- 
ries a small box 
featuring the right 
stocking for each 
shoe. Every ad- 
vertisement for 
years has empha- 
sized the point 
that the Bullock 
Shoe Co. is “The Quality Shoe and 
Stocking Shop.” 

The saving of the customer’s time 
is also another point in the shoe- 
man’s favor. Not only is he building 
up an extra volume of business for 
his store, but he is saving Mrs. Smith 
the necessity of making two separate 
purchases in different stores, with 
the attendant waits for the O.K.’ing 
of charges and the necessity for the 
unwrapping of her shoes for match- 
ing the hosiery shade in another 
store. 

It is plain to be seen from the 
preceding that it devolves upon the 
shoe salesman for his proper amount 
of cooperation to put over the ho- 
siery idea in a shoe store. Upon 
him depends the success or failure 
of the hosiery department. The 
store organization must coordinate, 
so suggestions from the man selling 
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The vari-colored awning, the flagstone floor, the soft shade of the rough plastered wall, 
and the exquisite fittings of this hosiery department breathe the atmosphere of old Spain. 
This is the hosiery department in the new Louis Mark, Chestnut Street Shoe Salon, which 


opened in Philadelphia on March 19. 


The entire store is carried out in Spanish treatment. 


The hosiery department features exclusively Artcraft silk stockings, made in Philadelphia 








shoes are extremely important to 
successfully maintain a stocking de- 
partment. Now that our hosiery is 
firmly established, people come to us 
easily, but at first it was hard fight- 
ing. 

Any hosiery department can fill 
the customer’s needs when she sim- 
ply calls in the store for hose. But 
that doesn’t make for volume, turn- 
over and profits. It is not the occa- 
sional sale that counts, but the steady 
double and triple stocking sale that 
is made every time a pair of shoes 
is sold. Bullock’s methods of in- 
ducing the proper amount of coopera- 
tion is very unique and worthy of 
more than a passing thought. 

It is a strictly human trait for all 
of us to follow the lines of least re- 
sistance, doing the things we like 
best as well as those that come the 
easiest. If the salesmen in any store 
work on a strict commission, they 
will in all likelihood neglect the sug- 
gestion of hosiery unless it pays 
them some extra or special remunera- 
tion. 

When we first tried out the P. M. 
plan on the suggestion of hosiery, 
P. M. cards were used without any 
appreciable results. We soon found 


that it took up a great amount of 
time for the shoe salesman to make 
out his P. M. on each sale, being 
obliged to wait until the hosiery sale 
was completed in order to know the 
amount purchased so that he could 
fill it in on his card, then to get his 
P. M. O.K.’d. Often, if he turned 
to another customer, he overlooked 
the hosiery sale that he had just 
turned over to that department. 
There were objections to this sys- 
tem from the store’s standpoint; if 
hosiery was returned for credit it 
took a great amount of time in trac- 
ing down the salesman suggesting 
the purchase. All in all, the plan did 
not work out. We realized that to 
make the plan a perfect success, we 
had to make the salesman’s turnover 
of the customer to the hosiery girl 
a quick and easy proposition. The 
accompanying chart, which was de- 
vised to handle that situation, has 
been completely satisfactory to both 
the store and the salesmen. The 
hosiery salesladies keep this chart 
for a period of one month. Each 
salesman’s number is listed at the 
top. As he sells his shoes he sug- 
gests hosiery, stressing the impor- 
tance to her costume of properly 


matching the shoes with stockings. 
Then he escorts the customer to the 
hosiery counter, taking with him the 
shoes just purchased, placing his 
original and duplicate sales tickets 
inside the shoes. The hosiery lady 
then completes the sale, making out 
her ticket, having the shoes and hose 
wrapped and delivers the package to 
the customer. 

The salesman is free to wait on 
another customer immediately after 
he has properly made the turnover 
to the hosiery department. After 
the sale is completed the hosiery lady 
makes a notation of the amount of 
hosiery purchased in the salesman’s 
respective column. At the end of 
the month these columns are totaled 
and the salesman is paid a bonus of 
2 per cent, less, of course, the re- 
turns. 

Returned hosiery is properly de- 
ducted from the right salesman in 
this manner: The hosiery lady, 
when making out her ticket, makes a 
notation of the salesman’s number 
at the bottom of the slip. Thus, 
when hose are returned for credit, 
the ticket plainly shows just what 
salesman is responsible for the sug- 
gestion. 
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Concentrate to Make Money 


Here’s a Man Who Does 90 Per Cent of 


His Hosiery Business on Four 


q HY don’t more shoe stores 
make money in their hosiery 
departments? This is a 

pertinent question. Lots of shoe 
stores do a big hosiery business, and 
lots more could do a bigger business 
if they knew how to handle it. But 
there are many shoe stores doing a 
big hosiery business who make little 
or no money from it. The answer? 
There are probably a number of rea- 
sons, ranging all the way from fail- 
ure to keep abreast of color informa- 
tion to not knowing what is in 
stock. But the commonest fault that 
is made in shoe stores that handle 
hosiery probably is lack of concen- 
tration. That is, the average shoe 
store handles too many kinds of hose 
to make a success of the hosiery de- 
partment. 

Listen to what John H. Schrader, 
manager of the hosiery departments 
of the Senack Shoe Co., St. Louis, 
which operates twenty-two shoe and 
hosiery departments in specialty 
stores from Washington to Des 
Moines and St. Paul to San Antonio, 
has done. Four years ago he took 
hold of the three hosiery depart- 
ments then in operation and doing a 
business of around $100,000 a year, 
built them up until last year he had 
eighteen departments in operation, 
doing a gross business of around $1,- 


000,000, and on the last day of the: 


Staple Numbers 


year had an inventory of less than 
$100,000. Sounds like a dream, 
doesn’t it? Schrader refuses to say 
what his net profits for 1926 were, 
but they were most satisfactory to 
him and his associates. 

Four new hosiery and shoe depart- 
ments have been added since the first 
of the year, and each one of them is 
doing at the rate of better than $30,- 
000 a year. In fact, he won’t open 
a department that won’t produce 
$30,000 a year in business, because 
his method of operation is based on 
this amount as a minimum. 

The real point to Schrader’s suc- 
cess is that he has concentrated on 
his stock. He does 90 per cent of 
his business on four different num- 
bers: one a lisle welt and foot ser- 
vice sheer silk at $1.65; a chiffon 
all-silk at the same price, and a ser- 
vice sheer and an all-silk chiffon at 
$1.95. He also sells a few finer 
chiffons at $2.95 and $3.95 in some 
of his stores, and in some of them 
carries a few novelties. But these 
form only about 10 per cent of his 
total business. Staples, and concen- 
trated to four different stockings. 
Sounds simple, doesn’t it? It is, says 
Schrader; so simple that any shoe 
man can do it, but the trouble is 
that few of them have done it. 

Another big element that has con- 
tributed to his success is the fact 


that all hosiery: sold in the Senack 
departments carries its own brand, 
which is copyrighted. This brand- 
name is linked up with the institu- 
tional advertising, thus gaining ad- 
ditional advantage. It also enables 
the transfer of hosiery from one 
store to another in case of necessity. 


E maintains that the shoe man 

selling hosiery can afford to al- 
low a woman customer to walk out of 
the store because he is unable to 
satisfy her demand for some particu- 
lar novelty or some off shade, where- 
as the department store can’t. 

Every day each of the hosiery de- 
partments in the chain makes a com- 
plete report of the colors and number 
of pairs of each type of hose sold. 
Any shift in color demand or in the 
proportions of semi-sheers to chif- 
fons is at once noticeable. Every 
week a report of an actual physical 
inventory is made to his office. He 
knows all the time what is selling 
and what he has on hand. 

And here’s another tip he passes 
on to his fellow shoe and hosiery 
sellers: He uses 4 per cent of his 
total sales for advertising, and three- 
quarters of his advertising appro- 
priation is spent on institutional 
advertising, rather than in pushing 
the sale of any individual style of 
hose. 





Boosts Hand-to-Mouth Buying 


AND-TO-MOUTH buying has 

had a good effect on business 
in America, somewhat similar to the 
good effect of diversified crops in 
agriculture, according to Edward 
Freschl, president of the Holeproof 
Hosiery Co. In a trade conference 
in Chicago under the auspices of the 
Metropolitan Life Insurance Co., 
Freschl gave a thorough survey of 
the causes and effects of the hand- 
to-mouth method in the textile in- 
dustry. 

The new way of doing business 
effects a desirable distribution of 
business over the entire year and 
Mr. Freschl declared that the bene- 
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fits of this were so great as to more 
than compensate for the added bur- 
dens of distributing the factory 
output in small instalments. The 
bugaboo of cancellations of orders 
is almost eliminated when the re- 
tailer buys for immediate needs, he 
asserted. 

“Where it was formerly the cus- 
tom for even the relatively small 
dealer to place orders for what we 
call ‘case lots,’” he said, “today the 
biggest department stores with the 
largest hosiery departments hesitate 
to buy more than a few dozen at a 
time of various colors in women’s 
hosiery. ° 


“Hand-to-mouth buying requires 
of the manufacturer comprehensive 
stocks of merchandise and prompt 
and efficient deliveries and service. 
In our business we have found it 
necessary to carry branch stocks in 
warehouses in six different parts of 
the country. In 1920 our inventory 
of finished production was 220,000 
dozen, while we carry at the present 
time 480,000 dozen at our home plant 
and branch warehouses, or an in- 
crease of 118 per cent. Our increase 
in volume of sales by units has in- 
creased in the same period only 55 
per cent.” 
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The" Show-off” of 


Finery’s Family! 
Finery has a Family of Features! 


Each “child” is a sturdy, sales- 
bringing genius. Any one of them 
could “carry” an ordinary line. 
Working together, theyhavemade 
Finery the outstanding hosiery 
success of the last several years. 


But the pet feature of them all 
is “Turnover.” 


“Turnover” has been carefully 
developed from the day Finery’s 
first account was opened. All the 
services work for him—and today 
he is the “show-off” of the family. 
“Turnover” has earned for Finery 
the right to the term “Free 
Selling Merchandise.” 


On a minimum stock, with the 
smallest possible floor space, you 
can show aliberal hosiery profit— 
with Finery. 

There are no obligations in 
asking a representative to call. 


HOSIERY SECTION 


Finery’s Family 
of Features: 


Quick Turnover. 

Weekly Inventory System. 

Liberal Exchange Policy. 

Nearby Branch Offices. 

At Cost Repair Service. 

Free Dye Service. 

Step-Toe, Sandal-Sole 
Construction. 

Coral Band Stop-a-Run. 

Unique Advertising 

Support. 


' FINERY 
CORAL BAND 


HOSIERY 


FINERY SILK STOCKING CO., Inc., Main Office: Third Ave. at 87th St., New York 


Mfg. in our own plants at Philadelphia, Pa. and Clifton, N. J. 


Branch Offices: Cleveland, Atlanta, Chicago 
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RETAILS #940 
AT 

No. 633. All-over silk, plated 

on rayon. Silk to the top. Ex- 

tra heavy weight. Narrowed 

ankle... fashion marks. All 

popularshades.Sizes 8'4to 10%. 





For these knee-revealing 
days—silk to the top! 
...and yet a dollar seller 


HE showing of the first few 

samples of the new Buster 
Brown No. 633 brought such an 
avalanche of advance orders... 
and even re-orders . . . that only 
now do we dare make formal an- 
nouncement of thisnumber, with 
a definite assurance that your 


demands can be filled. 


Backing this wonderful silk-to- 
the-top value is the famous ae 

Buster Brown Service Plan, which / / 
makes available a complete stock as 
of all numbers within over-night 
delivery from you. This enables | 
you to keep your stock fresh, 
avoiding loss-taking clearances, 
eliminates risk of stale goods, yet 
keeps stock strictly up-to-date 
and makes it unnecessary for you 
to buy big units to get a price. 
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This plan,combined with such extraordinary 
values and properly priced hosiery, is 
giving Buster Brown dealers substantial 
profits every month in their Hosiery Depart- 
ments. Write us or your nearest distributor 


for full details of the line, prices, etc. V 
Amory, Browne « Co, 
Main office ‘ 


62 Worth Street, New York City 


BUSTER 
BROWN 


REG. U.S. PAT. OFF. 


HOSIERY 
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Only the best hosiery 


should carry your own n 
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By all means sell hosiery under your own brand. That's 
the modern merchandising trend — 


It enables you to control your own prices and profits — your 
competitor can’t dictate the price at which you must sell your 
goods. 


But be sure that the hosiery on which you put your name 
will back it up! 


When you sell a manufacturer's brand, the manufacturer 
takes responsibility for its satisfactory service; when you sell 
your own brand, the responsibility is yours. 

If you are ready to concentrate your selling on big volume 
numbers we will sell you Quaker Full-Fashioned Hosiery at 
$12.00 a dozen, or All Silk Service Hose at $14.00 a dozen, 
under your own trademark. 


This is hosiery you can be sure of. 


Remember we are the largest manufacturer of all silk full- 
fashioned chiffon hosiery. Our prices are possible only 
through volume production concentrated on popular numbers 
backed by a unit control of all manufacturing processes—we 
import our own silk, throw it, knit it, dye it, under one roof. 


Write or ‘phone for details. 


QUAKER HOSIERY CO. 


Mills Chicago Office Sales Office 
Philadelphia, Pa. Room 1405 358 Fifth Avenue 
14 EB. Jackson Blvd. New York 
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ENVELOPEVW, 


QUAKER HosiERy 
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ACCESSORIES 


HILE the hand bag came 
into the shoe store as a 
matching accessory to a 


specific pair of shoes, and some re- 
tail shoe establishments still carry 
only hand bags that match in color 
and design certain shoes, there are 
a great many stores that are finding 
hand bags can be handled as a sepa- 
rate item. In fact, as an accessory 
with little or no relation to shoes, 
hand bags have a place in the shoe 
store. Both are made principally of 
leather, and who is better qualified 
to merchandise hand bags than the 
shoe man, who is used to handling 
leather, good leather and fine work- 
manship on leather? 

At any rate, the broad fact is that 
shoe men all over the country are 
beginning to get interested in hand 
bags. The vogue for an exact match 
between bag and slipper is still good, 
but it is concentrated on the very 
high grade merchandise. Some shoe 
merchants are finding it profitable 
to handle hand bags which harmon- 
ize, rather than match, their shoes. 
An exact match in leather, for in- 
stance, is not always possible. If a 
flat envelope purse is desired to 
match a pair of fine kid shoes, al- 
most insurmountable _ difficulties 
arise, since kid leather does not lend 
itself to the making of stiff envelope 
purses. 

Bag manufacturers are using 
more calfskin than ever before and 
as the spring season approaches are 
going into the reptile leathers 
strongly. Crocodile, alligator and 
real lizard head the list in reptilians, 











Above—The melon 
shaped pouch is 
shown here with a com- 
position frame. Comes 
in brilliant colored alli- 
gator leathers with frame 
to match 
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Above—Real crocodile and 
ostrich are combined in this 
smart underarm pouch. The 
back strap is across the very 
top of the bag 
Top, right—This large calf 
envelope is developed in the 
new composé scheme in 
three shades of tan 
Lower right—A flat pouch 
in a new shape is introduced 
in rose blush calf trimmed 
with real lizard 


with imitations being used in the 
manufacture of lower priced bags. 
Pigskin, because of its light color 
and the fact that it can be washed 
easily, is another leather that is 
coming into strong vogue in hand 
bags this spring. 

Black and white bags, made 
mainly of black calf or black patent 
and white calf, are extremely smart 
and salable for wear with the black 
and white costume, supplemented 
with black and white footwear. The 
composé idea is prevalent in bags, 
as it is in costumes and footwear. 


Below—Black pat- 
ent leather trimmed 
with red lizard 
makes this long 
shallow pouch an 
exceedingly smart 
bag. Lined 
throughout with 
red silk 
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One fashion note in bags that 
stands out prominently at present is 
the vogue for tortoise shell and im- 
itation frames. On both leather and 
fabric frames tortoise shell rims are 
extremely smart and popular. 

There never was a time when both 
the shoe and bag trades used the 
same materials, the same basic 
leathers and the same trimmings to 
the extent that is being done at 
present. Thus it is that almost any 
bag on the market will find a har- 
monizing shoe in almost any shoe 
stock. 


HERE are shoe stores through- 

out this country that sell a wide 
variety of articles other than shoes. 
There is one hand bag department 
close to a shoe department and part 
of it that does $60,000 worth of busi- 
ness a year. 

Many a shoe store now has a slip- 
per and mule section, or department 
or nook where evening novelties are 
carried, together with fancy scarfs 
and some jeweled ornaments. One 
store at St. Petersburg, Fla., Shep- 
ard & Co., in the past four months 
has sold twelve dozen hand bags re- 
tailing at from $10 to $35, six dozen 
cigarette cases, besides garters, 
buckles and fancy novelties of all 
sorts. 
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takes the risk 


SECTION 


BLUE MGON 


out of stocking merchandising 


Blue Moon Dealers have a sure thing. 
There is no question about Blue Moon 
profits. No gamble about Blue Moon sell- 
ing. We took the uncertainty out of 
hosiery retailing because we believed that 
it was the right thing to do for the dealer. 

First, we safeguarded his profit by cre- 
ating a standard mark-up. One set of 
prices for everybody. 

Then, we further protected his profit by 
removing the risk suffered from intrepid 
or incautious buying. 

So that he would not be compelled to 
carry heavy stock, we created a rapid deliv- 
ery schedule. 


4 


That also enables him to profit while 
style trends are still in vogue. Believing 
that the loyal dealer should be protected, 
we refuse to sell every dealer indiscrimin- 
ately. And on top of all this, we started 
and have steadily carried out a program of 
national advertising that has startled the 
country by reason of its originality and 
interest. We left nothing undone to help 
the dealer. What happened? 

By freeing him from buying risk, we gave 
him more time to concentrate on selling. 

He concentrated! 

And Blue Moon is making a sensational 
success. 

Mills at 


LARGMAN, GRAY COMPANY, 389 Fifth Avenue, New York oui? ba. 
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“America’s Most Beautiful Stockings!” 


BLUE MOON 


FULL FASHIONED 
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National Hosiery Week—July 25 to 30 


Plans Made for Public Exploitation of 
Stockings Following Exposition 


HAT the second National Ex- 

position of American Manufac- 
tured Hosiery and Underwear 
may leave a marked impress upon 
buyers by providing means of a 
material increase in business done 
over the counters of stores through- 
out the country, the committee ar- 
ranging for the industry’s annual 
show has outlined a program where- 
by a full-page advertisement in 
trade publications will exploit the 
period between July 25 and 30 as 
“National Hosiery and Underwear 
Week.” 

The exposition proper will be 
staged in the Waldorf-Astoria Ho- 
tel in New York City during the 
week of July 18. “National Hosiery 
and Underwear Week” is planned to 
follow immediately upon the close 
of the industry’s second annual 
show, as, in the opinion of the com- 
mittee buyers then can return to 
their respective cities in time to ad- 
vertise and display the latest styles 
and colors that were shown in New 
York, benefitting indirectly from 
their visit. They will be asked to 
tie up their displays and advertis- 
ing with the national program dur- 
ing the week of July 25. 

With a view toward supporting 


a campaign of such a nature, 
Charles Wendell, director of the ex- 
position, will arrange with leading 
motion picture houses in principal 
cities to show a film entitled “My 
Lady’s Stocking,” from July 25 to 
30. Mr. Wendell cooperated with 
the Fox Film Corporation in mak- 
ing the picture of silk hosiery in 
the various stages of its production 
from the silk worm to the finished 
product. This picture, which is 
shown at the point of completion 
on the limbs of movie stars out on 
Long Island, will be shown thrice 
daily at the leading houses in 
question. It consists of 800 ft. of 
film and also will be shown at the 
exposition. 

Explaining the advantages to be 
derived from a national exploita- 
tion of hosiery by retailers, Mr. 
Wendell said: 

“There is little doubt that the 
exposition this summer will go 
far toward stimulating a hosiery 
consciousness. Yet if full results 
are to be obtained we must go fur- 
ther; the retailer must cooperate; 
the public must be made aware that 
there is such a thing as “the latest” 
in hosiery styles as well as colors. 
Toward this end, therefore, we 





felt that a national exposition of 
hosiery in retail stores would be 
the logical conclusion of the exposi- 
tion to be held in New York City the 
week of July 18. 

“From present indications we 
judge that all the booths, number- 
ing 100, will be occupied when the 
show gets under way. In this event 
there will be as complete a range 
of merchandise as may be found 
grouped anywhere at one time. 
The buyer, consequently, will have 
the market at his or her finger tips. 

“Replies to our first bulletin ad- 
vising buyers of the date of the 
show and requesting their attend- 
ance lead us to believe that nearly 
all the average and larger sized 
cities will be represented at the ex- 
position. We are making every ef- 
fort to have them arrange their fall 
buying trips for the week of the 
show as a means of encouraging a 
national showing in retail stores 
during the following week. With 
the proper cooperation both the Na- 
tional Exposition of American Ho- 
siery and Underwear and “National 
Hosiery and Underwear Week” 
should be a decided success.” 


Pin Tickets Boeak Threads 


gga whose customers 
have returned hosiery with 
runs starting in the leg, when first 
slipped on, will do well to look to the 
kind of pin tickets they are using, 
according to H. M. Appel of the Al- 
len A Hosiery Co. of Kenosha, Wis. 

“We, like every hosiery manufac- 
turer,” says Mr. Appel, “have ho- 
siery returned to us from time to 
time for supposed defects in manu- 
facture. Many of these come to us 
with pin tickets attached giving size 
and lot number and price. 

“During the last six months, we 
have made a very careful analysis of 
these returned goods. Apparently, 
most merchants use pin tickets of 
one kind or another, so we began 
looking at the pin tickets. 

“In almost ninety per cent of the 
cases we found that after the pin 
ticket was removed, a test of the 


stocking showed a breaking of the 
threads due to the fact that most of 
the pin tickets had points made by 
diagonally cutting off the wire, with 
the result that the pin had a ragged, 
chisel-shaped point under the micro- 


The “Anklet,” with narrow contrast 

colored heels, a new production of 

the Society Maid Hostery Co., Inc., 
New York 


scope, and not a sharp, smooth point 
like a pin, and where these points 
entered the material a ragged break- 
ing of the fabric resulted, and na- 
turally when the hose was drawn 
over the leg . . . . the threads break 
and the stocking is spoiled.” 

A tremendous loss must result 
from this sort of use of pin tickets, 
and merchants who are not aware of 
it may be suffering losses which are 
easily avoided with the right kind of 
pin tickets .... if they must be 
used. 

Another result is that merchants 
are selling a damaged piece of goods 
to customers for first quality mer- 
chandise, and this is sure to cost 
them the good will of their customers 
who are not aware that the damage 
is not deliberate or the hosiery mere- 
ly spoiled by careless use of the pin 
tickets. 
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New Popular Summer Patterns 















Made the proper weight so that patterns ap- 
pear as sharp and clear on the foot as when 
displayed in the box. 










fa Can be sold readily for a dollar or more a pair. 
— Send us your order now for these smart Sum- 






mer designs. 


HIRNER HOSIERY CO. 


ALLENTOWN, PA. 


New York, N. Y. Office: 468 4th Avenue. 

Philadelphia, Pa. Office: R. H. Aucott, 
Queen Lane National Bank Bldg. 

Chicago, Ill. Office: Gale V. Smith. 408 8. 
Wells St. 

Cleveland, Ohio Office: Fred A. Smith, 

1426 W. 3rd St. 



















Style No. 1001, 
Rayon over fisle. 
Wide range of 
colorings, 


Style No. 1021, a distinctive 
woven in clox pattern. 
Rayon over lisle. Colorings 
to suit every taste. 


DELIVERY APRIL 25th 


























The Difference 


Spring Needle Stockings Between Turns and 
fl McKays 


—OF PURE SILK, TOO 














This is only one of the sub- 
After all, the school and ° ° . 
working girls represent the jects discussed In a 16-page 
largest percentage of wo- booklet—just off the press. In 
men buying hosiery, and — e 
most of these cannot afford addition to telling how turns 
ee oe and McKays are made, there 
uy oftener, however, which 
means a great turnover on are, also, chapters on the welt 
roegeat "srg ; 
i bi ayectnis iit ial and stitchdown processes. Ac- 
Don’t fail to get your share of this, immense curate and authoritative. We 


business. 7 
Berne dollar’ numbers offer quality that is vouch for it. 


only expected in more expensive hose. 


25 cents per copy 


(cash with order) 


Boot and Shoe Recorder Pub. Co. 
207 South St. Boston, Mass. 
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€& osicRy MARKET TALK 8 


Officials ._ of the Allen A. Co. 
have announced expansion plans which 
include the erection of a large addition 
to the Kenosha plant which will call 
for about 700 more employees when 
completed. Ground has been broken 
for a new five-story building to be 
erected just east of the present office 
building at Sixtieth Street and Twenty- 
third Avenue, and*contracts have been 
let. Work will be rushed as rapidly 
as possible. The new building is to be 
used exclusively for the manufacture of 
ledies’ full-fashioned silk hose and will 
more than double the present capacity. 

* * oa 


Early in April the Dexdale Hosiery 
Mills of Lansdale, Pa., will open a new 
store in the exclusive up-town section 
of Fifth Avenue, New York. 

The site of the latest addition to 
New York’s hosiery sky-line is the new 
88 story French Building at Forty- 
fifth Street. The Dexdale store will 
occupy double space with a frontage 
of 31 ft. on Fifth Avenue and a depth 
of 66 ft. It will be located to the right 
of the entrance to the building and ac- 
cess to the store will be had through 
three entrances on the avenue and one 
entrance from the lobby of the building. 

Since the lease was signed last Octo- 
ber, Dexdale executives have given 
painstaking care to the artistic treat- 
ment of the interior and the selection 
of fixtures, with the result that the new 
store represents the very last word in 
appropriateness of design and con- 
venient arrangement. 

The New York store is designed as a 
focusing point for the merchandising 
activities of the company in the dis- 
tribution of its products to the retail 
trade throughout the country. 

Retail dealers throughout the coun- 
try will be welcomed at the store to 
study the methods employed and to 
secure information concerning style 
and color conditions. 

Every detail of the store has been 
worked out from the standpoint of con- 
venience to the customer. Attractive 
measuring and fitting rooms are pro- 
vided for the use of patrons and a re- 
pair service offered, which will enable 
customers to have repairs made, while 











The May Ho- 
siery Mills are 
presenting this 
gentleman’s 
hose that will 
retail for a 
half dollar. 






they wait, on hosiery which has been 
accidentally damaged. 

The Dexdale Mills have taken a 21 
year lease on the property at a total 
rental exceeding $1,300,000, indicating 
the confidence of the company in the 
soundness of the plan. 

~ ~ * 


The offering of a large block of stock 
of the Davenport Hosiery Mills of 
Chattanooga, Tenn., to the public by 
Merrill, Lynch & Company and Hall- 
garten & Company last week does not 
indicate any change in control of the 
company, according to a_ statement 
issued by T. Walter Fred, president, 
who says that he, together with J. H. 
Davenport and R. B. Davenport, are 
still the largest individual shareholders. 
A new company, to be known as the 
Davenport Hosiery Mills, Inc., has been 
formed with a Delaware charter and 
has taken over the old Davenport 
Hosiery Mills and the Davenport Silk 
Mills. 

* x 7 

Approximately 2,240,000 pairs of full 
fashioned silk hose were sold last year 
in the 786 stores of the J. C. Penney 
Co., according to figures issued last 
week by the company. 


*” * * 


The Better Business Bureau of Chi- 
cago has begun an intensive study of 
hosiery merchandising and advertising 
in that city. The Bureau says it has 
unearthed numerous instances of sec- 
onds and imperfects in hosiery being 
sold without stating that it is of sec- 
ond quality. 

* * 

Edward L. Harris of Holyoke, Mass., 
is reported to be organizing a new com- 
pany to engage in the manufacture of 
silk hosiery in that city. The plans 
call for the erection of a new mill, 
which is expected to be in operation by 
August. 

x * * 

Morris A. and Nat. N. Levine, rep- 
resentatives in New England, New 
York State, New Jersey and eastern 
Canada for the Kraemer Hosiery Com- 
pany of Nazareth, Pa., have opened a 
new office in Boston in the Charles 
Chauncey Building, at 38 Chauncy 
Street, Room 513. 


cad * * 


Directors of the Phoenix Hosiery Co. 
of Milwaukee at their meeting held in 
Milwaukee on March 16 reelected all 
officers of the company. They are: 
President, Herman Gardner; vice-presi- 
dent, J. E. Fitzgibbon; secretary, 
Theodore Friedlander; and treasurer, 
Edwin C. Mason. No action was taken 
on the common stock dividend. 

. ¢«¢ @ 


Production of hosiery in January to- 
taled 4,466,555 dozen pairs compared 
with 4,248,007 dozen pairs in December, 
according to a comparative summary 
of reports for 266 identical establish- 
ments, representing 337 mills an- 
nounced by the Census Bureau. 

Reports for 247 identical establish- 
ments representing 324 mills, showed a 
production in January, 1927, of 4,414,- 
870 dozen pairs compared to 4,194,384 
dozen pairs in January, 1926. Ship- 


Here is a new 
number from 
the May Ho- 
siery Mills line 
for spring. 





ments were smaller in January than in 
December, and slightly smaller than in 
January, 1926. 


. ¢ * 


The Royal Blue Hosiery Company is 
now located at 1140 Broadway, New 
York City. The members of the firm 
are Sam Berkowitz, H. A. Haber and 
H. B. Botwinick, formerly composing 
the selling force of H. Hillelson & Son. 
They offer seven numbers in women’s 
full fashioned silk hosiery. 

cs * ok 


A proposed standard length of three 
inches for the folded cuff of children’s 
seventh-eighths hosiery of all sizes, 
and a standard tolerance of one-quarter 
inch (plus or minus) are recommended 
by the National Association of Hosiery 
and Underwear Manufacturers. 

These recommendations are the re- 
sult of a study of a large number of 
samples of children’s seven-eighths 
goods, made in a variety of patterns, 
and employing various kinds of yarns. 
The results showed a difference of less 
than one-third inch between the mathe- 
matical average of the samples ex- 
amined and the proposed standard. It 
is shown that a difference of less than 
one-third inch exists between the 
mathematical average and the pro- 
posed standard. 

* * + 


Arthur S. Thayer, former buyer of 
hosiery and underwear for John Wana- 
maker, New York, is now the manager 
of the retail hosiery store opened re- 
cently by the Allen-A Company at 
Fifth Avenue and Thirty-eighth Street. 
John R. McAvoy, who was assistant 
buyer in the Wanamaker department 
for the past eight years has been pro- 
moted to buyer. 

7 * + 


The Dexdale Hosiery Mills announce 
the appointment of Will J. Irwin, form- 
erly vice-president of Alexander & 
Irwin, Inc., New York City, as district 
manager in charge of sales in the New 
York City territory. 

_ 
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Iron Clad No. 806—a pure silk to 
the hem seamless style, with fash- 
ion marks, 4 ply heel, toe and 
double sole. 


Black Maize Parchment 
White Mauve Taupe Grain 


Atmosphere Biscuit Champagne 
Blonde Dawn Peachbloom 
Cedar Silver Grey Sandust 
French Nude Toast Rose Blush 
Beige Woodland Aloma 
Leather Grey Rose Moonlight 
Gun Metal Dove Grey Skin 


Sizes 8 to 10, 


$8.00 Dozen 


Iron Clad No. 907—a pure silk to 
the hem full fashioned style, with 
reinforced service foot. 


Black Atmosphere Silver Grey 
White Champagne Moonlight 
Gun Metal Blonde Skin 
Mauve Taupe Toast 

fe Soke Wma ese 


Grain Rose 
Parchment Rose Blush Aloma 


Sizes 8 to 10! 
$12.00 Dozen 


Order a sample dozen of 
each style TODAY 


Cooper WELLS & Co. 


250 Broad Street, St. Joseph, Mich. 


Mills af St. Joseph, Michigan, and 
Albany, Alabama. 











